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For every kind of banking service... 


Count on the 
Continental Illinois Bank 


Usual and unusual 
services 
to help you serve 


itckh tit . your customers 
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Ganiieeeiall Illinois Nesional Bank 
and Trust Company of Chicago 


La Salle, Jackson, Clark and Quincy Streets 
LOCK BOX H, CHICAGO 90, ILLINOIS 
Member Federal Deposit Insurance Corporation 





' Defense is on the lines ! 


“LONG DISTANCE, PLEASE!” 


Seems that’s what everyone is say- 
ing these days — in factories, offices, 
army camps and navy yards . . . on 
farms, in homes, in shipyards and 
arsenals. 


For America is doing a big job in a 
hurry. To speed things up and get 
work done, the nation depends on 
Long Distance. So, it’s “full speed 
ahead” for thousands of telephone 


men and women, too. 


They're putting through four times 
as many Long Distance calls and twice 


BELL TELEPHONE SYSTEM 


as many teletypewriter messages as 
in 1940. Millions of miles of Long 
Distance pathways have been added 
—in wires, in cables, and by radio-relay. 

Even that is not enough. More of 
everything is being built as fast as we 
can get materials. 

For America’s defense is on the 
lines, and telephone people are get- 
ting the message through. 


YOUR LONG DISTANCE CALL 
WILL GO THROUGH FASTER, 
IF YOU CALL BY NUMBER. 



















The movable, sturdy, attractive Bell & 
Howell recorder assures quality results 
effortlessly, accurately, inexpensively. 


7WO (IMPORTANT NAMES (NV MICROFILMING 


llc Howell | Burroughs 


MANUFACTURER DISTRIBUTOR 


25 BURROUGHS PROCESSING CENTERS...FROM COAST TO COASI 





Kansas City Pittsburgh 


Los Angeles Portland, Oregon ( 
Seattle 
St. Louis 

Minneapolis San Antonio 

New Orleans San Francisco 


New York City Washington, D. C. 


Skilled mechanical service, on your premises from 583 Burroughs service centes 











All over the country more and more bank 
are turning to Burroughs Microfilming 
raise record-keeping efficiency. This wi 
spread acceptance is the result of proved 
formance —performance that has succes 
stood the tests of time and service. 


With the modern Microfilm equipment 
by Bell & Howell and sold by Burrow 
banks are gaining the advantages of posi 
protection for all their necessary records, 
marked savings in time, effort and money. 


See how Burroughs Microfilming can add 
efficiency to your record keeping. Let y 
Burroughs man show you the many excl 
features of this matchless Beil & Ho 
equipment today 













FAST SERVICE— ANYWHERE 









Philadelphia 
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Economy —The Bell & Howell Recorder’s 
many time- and money-saving advantages 
quickly pay for the cost of the machine. Offer- 
ing the highest reduction ratio available (37 
to 1) and 8 mm exposures on 16 mm film, it 
records more images per foot of film—cuts 
film costs to a minimum. 


Simplicity —Burroughs Microfilming re- 
quires no special training for operators. 
Control panel is simply arranged, for easy, 
efficient operation. Visual, audible and auto- 
matic safeguards help prevent operator 
mistakes and keep work flowing smoothly. 


sons why 
nk fs turning to 


Sunoughs 
serotilming 


Choice of Film Patterns—The Bell « 
Howell Recorder offers three film patterns: 
Both sides of a document may be recorded 
simultaneously with images side by side; one 
side may be recorded on half the film width, 
running images down one side of film and up 
the other; single side of document can be 
recorded on full film width. 


Quality — Precision engineering, along with 
synchronized control of lighting and of film 
and document speed, assure finest photographic 
results with new standards of image clarity 
and contrast. 








Speed —nigh speed automatic feeding and 
simplified hand feeding, plus finger-tip auto- 
matic controls and many protective features, 
help speed production. 
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Frm Whee We Sdt.... 


Insurance vs. Records 


Bits of comment picked up in the 
course of a number of conversations 
and noted in occasional printed ref- 
erences to the subject, add up to 
a conflict of opinion regarding the 
wisdom of substituting the protec- 
tion afforded by some types of 
insurance (notably cash letter and 
non-filing) for that provided by the 
records customarily maintained for 
this and other purposes. We have 
no quarrel with the use of such in- 
surance as supplementary protec- 
tion. 

We do feel impelled, however, to 
inject into the discussion a word of 
caution against the abandonment of 
records which not only serve to 
protect the bank against loss in cer- 
tain contingencies, but stand as a 
bulwark against all manner of pos- 
sible fraud and a possible disrup- 
tion of friendly customer relations, 
as well. 

The complete substitution of in- 
surance for records seems to us to 
be something in the nature of a 
reversal of what we had conceived 
to be a generally accepted prin- 
ciple, viz: that insurance should be 
relied upon only as a stand-by of 
last resort, and that the greatest 
possible resort should be had to 
measures designed to minimize or 
eliminate the hazards’ insured 
against. 

There are few more useful eco- 
nomic and social functions than 
those served by insurance. The vital 
part which it plays in banking has 
been stressed in our pages many 
times. It provides the underpinning 
for a preponderance of the credit 
extended. It protects the bank 
against the peculations from both 
within and without, of those whose 
real or fancied needs join forces 
with the temptations to which they 
are exposed to beat down whatever 
sense of honesty and integrity they 
may possess. 

But insurance, of itself, does 
nothing about lessening the needs 
and opportunities which combine 
to make criminal assaults upon our 
banks the formidable threat that 
they are. A too great reliance upon 
insurance, alone, has operated in 
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many cases to increase rather than 
diminish the danger and occurrence 
of loss. By the same token, reliance 
upon insurance as a substitute for 
records will, in the very nature of 
things, create new hazards result- 
ing from record elimination. 

This would be quite all right if 
the sole aim and purpose of those 
records were to avoid immediate 
monetary loss to the bank, but we 
are submitting, pretty largely for 
the sake of argument and clarifica- 
tion, the proposition that these rec- 
ords serve many other useful pur- 
poses, and should ‘not be dispensed 
with, regardless of the amount and 
type of insurance carried. We have 
particular reference to microfilm 
records of transit and “fon us” items. 

Substitution of insurance for such 
records really amounts to the sub- 
stitution of one type of protection 
for another, and it seems only 
prudent to weigh the two types in 
the balance. On the one hand, we 
have protection which fully pro- 
tects the bank and seeks also to 
relieve it of exposure to embarrass- 
ment in its dealings with its cus- 
tomers, as well as to win and retain 
their respect and goodwill. On the 
other hand, we have protection 
which pretty much disregards cus- 
tomer relations as a factor, and 
treats the hazards in question as 
matters resting solely between the 
bank and the insuring company. 
Also to be weighed in the balance 
is the relative cost of the two types 
of protection, but care must be 
taken, in the final analysis, to weigh 
values rather than costs. 

Elsewhere in this issue will be 
found the remarks made last Fall 
at the annual convention of the 
Iowa Bankers Association by New- 
ton P. Black, Superintendent of 
that state’s Department of Banking, 
on the subject of chattel mortgage 
non-filing insurance. Space limita- 
tions compel us to pass over the 
technical and mechanical aspects of 
the subject as treated by Mr. Black, 
and move on to the manner in 
which it “relates to the position a 
bank holds in the community.” Suf- 
fice it to say here that Mr. Black 


regards the filing or recording of 
chattel mortgages as an essential 
service to the community, so that 
others having a legitimate interest 
in the financial status of the maker 
of the paper will have the informa- 
tion which they are relying upon 
the bank to supply. 

Advocates of non-filing insurance 
make a sales argument of the fact 
that the recording and filing of 
chattel mortgages makes informa- 
tion regarding relations between 
customer and bank available to 
those who are interested only be- 
cause they are curious. The only 
situations in which this argument 
could possibly have any validity are 
those in which the mortgage is 
manifestly unnecessary. If the bank 
needs protection against the debt- 
or’s further involvement with other 
creditors, then the community at 
large needs protection against that 
debtor’s possible involvement with 
the bank, and has a right to rely 
upon the bank to keep it informed. 

If, on the other hand, the debtor’s 
record, reputation, and known cir- 
cumstances are obviously such as 
to render a chattel mortgage alto- 
gether superfluous, it would seem 
that all possible consideration 
should be given to the possibility 
of taking care of his credit needs on 
an unsecured basis. It is interesting 
to contemplate the extent to which, 
by and large, the taking and filing 
or recording of chattel mortgages is 
really based on need, when due 
thought is given to the purposes 
which are actually served by the 
mortgage in individual instances. 
Few gestures could be better cal- 
culated to win the complete good 
will of a customer than to extend 
to him the high compliment im- 
plicit in an unsecured line of credit. 

We submit that the customer 
worth having is worth serving to 
the utmost; that the mortgage 
worth taking is worth recording; 
and that only insurance which fully 
recognizes the value of records as a 
customer and public service is 
worth buying. 


Editor 
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Cover 


Appropriate to the month in 
which 4-H Week is being observed 
throughout the country is this cover 
picture and sundry other references 
to 4-H activities appearing in this 
issue. Thirteen-year-old Cornel 
Benson, Route 1, Iron River, Mich- 
igan, is shown dicussing with 
County Agent Frank Madaski the 
maturity of a crop of oats grown by 
himself in co-operation with his 
father to take care of a live stock 
project he was carrying at the time. 

Like some 2,000,000 other 4-H 
youngsters, Cornel has learned that 
nothing pays greater rewards than 
to constantly strive for better 
quality, both in himself and in the 
things he produces. Bankers have 
learned that a helping hand ex- 
tended to such youngsters yields 
large returns in terms of better cus- 
tomers, better communities and 
better and more profitable banks. 
The support which the bankers of 
the country have given the 4-H 
program has increased with their 
realization and appreciation of the 
splendid job that program is doing 
for them. 




























Here’s a safe, easy way to handle 


As you know, the details involved in 
properly handling securities—either 
your bank’s or your customers’—can 
be troublesome and time-consuming. 


When you have a Custodian Ac- 
count at Bankers Trust you free your- 
self of the details in connection with 
the technical servicing and physical 
safeguarding of these securities. 


In addition, our location in the 
nation’s key securities market gives 
you two important advantages when 
securities are purchased or sold— 
minimum exposure to risk and 
speedy physical handling. 

Servicing of securities in a Cus- 
todian Account includes the collec- 
tion and crediting of maturing or 
called securities and all income— 
purchase and sale, receipt and de- 
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“The way we doit, Larry, /s to have 


our brokers Celiver the securities 
to Bankers Trust in New York for 
our Custodian Account. /t* saves 


time and trouble sd 


livery of securities as you direct— 
notice of subscription rights and 
exchanges. Upon completion of all 
transactions you receive detailed ad- 
vices that contain the necessary data 
for tax reports. 

Your orders to buy or sell will be 
handied by Bankers Trust if you de- 
sire, or you may place them with 
your own brokers or dealers. 

Securities in a Custodian Account 
are lodged in our modern vaults, 
kept separate from those in other 


BANKERS TRUST COMPANY 
NEW YORK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


your bank’s securities 
your customers’ securities 


accounts and are always under your 
complete control. 

Hundreds of out-of-town banks, 
corporations, educational institu- 
tions, insurance companies and simi- 
lar organizations are using this safe, 
time-saving means of handling 
securities. 

Without obligation, you are in- 
vited to write for complete infor- 
mation. Please address Custodian 
Division, 16 Wall Street, New York 
15, N. Y. i 
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What Creates Customer Preference? 


Dollars are dollars, yet some people like one bank better than 
another. The Central Trust Company of Cincinnati uses a down-to- 


earth ‘‘Good Will” 


manual to show all contact personnel the value 


of the pleasant greeting as against the “grudging grunt.” 


By WILBUR J. BRONS 


Associate Editor 


a creature of habit. Come rain 

or sunshine, he visits his bank 
on a certain day each week to 
cash a check. The teller to whose 
wicket he invariably makes his 
way knows that Mr. Jones wants 
three five-dollar and ten one- 
dollar bills. 


Presumably, if the teller were 
to give him two tens and a five, Mr. 
Jones would not stomp out of the 
bank in high dudgeon, never to re- 
turn. Yet to remember in what 
denominations he likes his money 
and to give it to him in that form 
without making him ask for it each 


[= MOST OF US, Mr. Jones is 


time indicates the interest of the 
teller in meeting Mr. Jones’ partic- 
cular requirements. And to Mr. 
Jones, the teller is the bank. 


Trivial? Perhaps, so far as the 
single incident is concerned. 
Nevertheless, to the average cus- 
tomer it is the sum total of these 
small services that distinguishes 
one bank from another. Bank 
management in larger communi- 
ties throughout the country has 
come to appreciate this fact and 
in many cases has taken steps to do 
something about it. The Central 
Trust Company of Cincinnati, Ohio, 
for example, is so convinced of the 


7 


importance of these small dis- 
tinctions that it has compiled an 
exhaustive manual in which re- 
ceptionists, secretaries and other 
contact personnel are told how 
they can build good will for their 
bank. 


“How” Makes the Difference 

The Central Trust Company has 
on its books the names of more 
than 100,000 customers. “Why,” in- 
quires its good will handbook, “do 
these people deal with us instead 
of some other bank?” And like 
any worthwhile primer of its kind, 
the manual proceeds to answer its 
own question: 

“There are other large banks in 
the city. They offer services that 
are identical to our own. There is 
no physical difference between the 
dollars we pay out when cashing 
a check and the dollars any other 
bank pays out in performing the 
same service. There is no difference 
between a $500 loan from us and a 
similar accommodation from an- 
other bank. 

“The fact of the matter is this: 





there is little or no competitive 
factor among banks so far as the 
services they offer are concerned. 
But ... there is a vast difference 
in the ways they cash checks or 
make loans or rent safe deposit 
boxes or perform the many duties 
that are part of the banking func- 
tion.” 


To Central Trust Company per- 
sonnel it is the way in which they 
serve the customer that determines 
the bank’s reputation in the com- 
munity. On that point the manual 
puts this additional introductory 
emphasis: 


“A check cashed with a smile 
instead of a frown; the visitor 
greeted with a pleasant ‘good 
morning’ instead of a grudging 
grunt; the timid old lady, be- 
wildered by her first visit to a 
bank, escorted to the person or de- 
partment she seeks instead of being 
directed by a tired version of the 
Indian sign language: these are a 
few of the ways of serving the 
public which make the customer 
feel that he is an appreciated in- 
dividual and not just one of the 
99,999 other people who bank with 
us.” 


Specific Rules Listed 


Far from wasting its space on 
generalities, however, the Central 
Trust Company quickly gets down 
to specific rules: 


1. Stop what you are doing when 
someone approaches you and give 
your 


him undivided attention. 














Nothing is more annoying than 
to ask for information from a per- 
son whose mind is wool-gathering 
or whose attitude makes one feel 
like an intruder. 


2. Be alert. Try to understand 
what the customer tells you the 
first time. Sometimes this isn’t so 
easy because people don’t always 
express themselves clearly. All the 
more reason for you to try to fol- 
low what they say. No one likes 
to repeat. 


3. Listen carefully. Many cus- 
tomers are unfamiliar with bank- 
ing terms and call things by wrong 
names. A customer may ask where 
coupons are cashed when, as a 
matter of fact, he has matured 
bonds to be redeemed in the trust 
department. Of course, it isn’t your 
fault if the customer uses the wrong 
words, but interest should prompt 
you to prevent him from making 
an unnecessary mistake, if at all 
possible. 


4. Don’t be afraid to ask a cus- 
tomer to clarify a request. To say 
you understand when you do not 
is to involve yourself, the customer 
and the person to whom you are 
sending him in a comedy of errors 
that will not be amusing to the 
participants. 


5. Be certain. When in doubt, 
don’t give information or direc- 
tions until you’ve checked your 
facts. Use the telephone to verify 
your facts or consult an officer be- 
fore you act. It’s better to delay 
a customer a few minutes at your 
desk than for him to be sent on 
a time-wasting, wild goose chase. 


6. Be thorough. Your responsi- 
bility for the customer’s service 
does not necessarily end when you 
give him the information or direc- 
tion he requires. Sometimes it is 
advisable to call the person the 
customer wishes to see in order to 
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find out whether he is free. 


7. Keep your promises. If you 
promise to do something at or by 
a certain time, do it! “I forgot” as 
an apology for failure is absolutely 
inexcusable. When you can’t keep 
a promise due to circumstances 
over which you have no control, 
you are not absolved from your 
promise until you get in touch with 
the customer and explain why you 
could not keep it. Never promise 
anything to anybody just to “get 
rid of them.” As far as our cus- 
tomers and public relations are 
concerned a broken promise is 
much the same as passing a coun- 
terfeit coin. People lose confidence 
in you and the organization you 
represent. 


8. Giving directions. Giving di- 
rections properly is a distinct art. 
You can usually tell by the custom- 
er’s face whether or not he under- 
stands you. When you receive a 





Good Business 


. The reason people pass one 
door 


To patronize another store, 
Is not because the busier place 


Has better silk, or glove, or lace, 


This verse is from the poem ‘‘Good Business’’ 


Or special prices, but it lies 
In pleasant words and _ smiling 
eyes. 


The only difference I believe 
Is in the treatment folks receive. .. 
—Edgar A. Guest 


and from the book TODAY AND TOMORROW by Edgor 


A. Guest; copyright, 1942 by The Reilly & Lee Company, Chicago. 
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Balance Sheet 





December 31, 
ADMITTED ASSETS 1951 


United States Government Bonds. . . . . . « $ 94,712,097.11 
Ciher DONG. 2 4 = es fs ee ee oe Se eee 
Preferred and Common Stocks . . . . . . « 137,331,389.75 
Cash in Office, Banks and Trust Companies . . . — 34,525,001.17 
Investment in The Home Indemnity Company. . — 16,775,982.44 
ME oa: oat ok OA ee ee 6.804.977.7 
Agents’ Balances or Uncollected Premiums . . . = 19,562,958.04 
ea ee ee a a ee ee 4,154.929.80 
Total Admitted Assets . . . . . « « « $374,933,359.90 





that cannot 
be measured... 














LIABILITIES ann CAPITAL 
Reserve for Unearned Premiums. . . . . « « $163,843,315.15 
Unpaid Losses and Loss Expenses . . . . « « 33,259,160.83 
ee er ee ee To 7,500,000.00 
Reserves for Reinsurance . .. 2. « « « « « 1,783,086.36 
Dividends Declwed 1. . tw sce see ee« 3,600,000.00 
Quler Linbilisies .. . « 2 0 0 6 6.6 6 @ @ « 4,596,351.05 
Total Liabilities . . « « © © «© © « « $214,901,913.39 
Capital Stock . . 2. « 2 2 0 © 0 0 6 0 6 0S SONOS 
ee eer ae eee eee eee 
Surplus as Regards Policyholders . . . . $160,351.446.51 


reer arr rere 








His is the time of year when The Home Insur- 

‘San Company reports on its operations and 

progress for the previous year. In so doing. as 

you will note. we list the physical assets of the 
company. 

One of our most fundamental assets. however, 

| cannot be listed and evaluated in dollars. That 


asset is the close bond of personal interest and 





friendship that has always existed between The 
Home and the policyholders it serves. 














you This asset has a threefold source. In part, it NOTES: Bonds carried at $5,514,759 Amortized Value and Cash $80,000 in the above 
balance sheet are deposited as required by law. All securities have been valued in 
by springs from the very nature of the business in accordance with the requirements of the National Association of Insurance Commis- 
, ° +. “ 7 . ° : pe sioners. Based on December 31, 1951 market quotations for all bonds and stocks 
as which The Home is engaged. No field of activit owned, the Total Admitted Assets would be $371,808,657 and the Surplus as Regards 
or ld be $157,226,744 
, : ; Policyholders w ,226,744. 
tely is more deeply personal than the field of property ee rea , 
eep insurance ... the protection of a man’s home, his 
1CeS business, his cherished possessions. Another un- 
rol, derlying stimulus of this friendly relationship is 
our the natural concern any policyholder feels re- 
vith garding the company which provides him protee- ; : 
aii : , Directors 
y tion, and his loyalty to a company which proves 
j : ; . T . a Lewis L. Crarxe Percy ©. Mavema, Jr. Leroy A. Lrncoun 
a itself worthy of loyalty. The third source lies in | iaitied President, Chairman of Board, 
— m a¢ -_ : . . , | . Land Title Bank Met litan Life 
get the whole business philosophy of The Home and Cannes McANgNY -_ — Co. - Peters rains 
= . P rustee, 
>uS- its more than 40.000 agents and representatives Title Guarantee & Eant G. Harnison Tuomas J. Ross 
rar . . Trust Company Schnader, Harrison, Senior Partner, 
are ... a warm and human way of doing business on Segal & Lewis Ivy Lee and T. J. Ross 
P P a Hanoip \V. Suirra U 
; the directly personal level; a relationship of President Cuamrion McDowett Davis Henny C. Von Erm 
, ‘ , , ; President, Honorary Chairman 
ia reople with people eople supplving service Frevenick B. ApamMs 4tlantic Coast Line of Board, 
un | F F : I I peo} PI ‘ - to gh hairman of Railroad Co. Manufacturers Trust 
nce peent — . aces ier that ee eae Peony ry Warren S. Jounnson Company 
antte oas 
T T . Vice Chairman, Joun M. Franxun 
you || lo the stockholders who own The Home, no Railroad Co. Donstes Suthan President, 
| sce ie P Poe . Rosert W. Dowiine Bank & Trust Co. of United States Lines Co. 
} asset Is -ate ¢ ary > av. 
| is of gre ater value. Eve ry premium pay palfech acs Wilmington, N.C. Sonia: diaehine 
ment, every policy, every claim and every benefit City Investing Co. Rocex W. Basson President, 
j } ‘ . Ty = Geonce GuNp Chairman of Board, George A. Fuller Co. 
di- that make up the story of The Home for 1951 President, Babson’s Reports, Inc. Kennetu E. Buack 
— . 7 ¢ ° eland Trust Co. Vice President & 
art. is a direct outgrowth of th: oO 2 Cleveland Tru Henry C. Baunie 
£ at b nd of frie ndly Sia Gh Dimi President, Assistant to the President 
om- interest. President, Empire Trust Company Leonanp Pererson 
° P ‘ “ais EC Chemical Bank & Harsin K. Park Vice President & Controller 
der- It is the foundation on which The Home builds. Trust Co. President, Hexsent A. Payne 
ea 1] Si ly Cuartes A. Loucuin First National Bank Vice President & Secretary 
incerely, Vice President & of Columbus, Ga. J. Eowaxo Mever* 
“a “ General Counsel Bovxin C. Waricnut President, 
Fé ll a | Ivan Escort Shearman & Sterling Cord Meyer Development 
| —' qe =< | Vice President & Wright Cagis 
PRESIDE NT *Elected January 14, 1952 
-_ - | 
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Home Office: 59 Maiden Lane, New York 8, N. Y. 
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blank stare, accompanied by a 
vague “I see” you may be certain 
you haven’t made yourself clear. 
Try again. If you fail a second time, 
accompany the customer to the 
person or department he seeks or 
call a guard. Don’t freeze to your 
desk when it is necessary to give 
directions. 


Know Your Departments 


Every alert banker knows that 
customers aren’t accidents; they 
don’t just happen. The “something” 
that makes customers is very real. 
As the Central Trust Company 
sees it, this “something” is com- 
prised of three important elements. 
First, there is the physical bank: 
convenience of location, attractive 
interior, good lighting, accessibil- 
ity of officers, etc. Second, technical 
facilities: modern systems and 
machines to, serve the customer as 
quickly and as efficiently as pos- 
sible. Third, personnel. In many 
ways this is the most important of 
the three. Efficiency without 
courtesy or beautiful banking 
quarters without genuine human 
friendliness will neither attract nor 
hold customers. 

Important as they are, however, 
courtesy and friendliness must be 
bolstered by knowledge about the 
institution itself. Nothing is quite so 
exasperating, for example, as what 
the Central Trust manual calls the 
“pillar to post” technique. This 
method of handling customers 
works as follows: 

“The bank has been appointed 
exchange agent for the ABC Com- 
pany. One day an individual ap- 
proaches you with a stock certifi- 
cate and a printed notice. ‘Where 
do I go to have this stock ex- 
changed?’ He hands you the notice 
and you, glancing at the signature 
of the ABC Company without 
reading further, say brightly, ‘You 
will have to take your stock to the 
company’s office at such and such 
an address.’ 

“The stranger or the customer, as 
the case may be, walks to the com- 
pany’s office. There the notice is 
explained to him and he is told he 
must return to the bank to make 
the exchange. 

“The result? More unfortunate 
than it would seem. The man you 
misdirected is properly angry be- 
cause you have wasted his time. 
If this happens to be his first en- 
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counter our friends will not be 
likely to overcome his settled con- 
viction that we are hopelessly in- 
efficient. You see, he doesn’t vent 
his irritation on you alone, but on 
the entire organization:”’ 


Safeguarding Reputation 


So much for the customer. But 
does it end there? What will be 
the attitude of the ABC Company? 
After all, the company chose the 
bank as its agent because of the 
institution’s reputation for effi- 
ciency. In the circumstances, ABC 
management would be justified. in 
assuming that the bank’s reputation 
was based on fancy rather than 
fact. 

Knowing facts or knowing where 
to get them is indispensable in a 
contact position. The Central Trust 
manual doesn’t stop with that sim- 
ple assertion. An important part 
of its book is that which contains 
a floor plan, a departmental direc- 
tory, the names of all officers and 
their location and references to all 
banking functions with which con- 
tact personnel should be familiar. 

All in all, the Central Trust man- 
ual makes the art of human rela- 
tions seem simple enough. The 
bank proceeds on the assumption 
that the public is its audience, its 
critic and its best advertiser. For 
these reasons it wants its employees 
to treat customers and non-cus- 
tomers as each employee would like 
to be treated if he or she were a 
guest in a customer’s home. 

It’s a simple enough formula— 
and one that pays off. But it’s sur- 
prising how often its essentials are 
forgotten or ignored. 





/ 


. . “Another reason why he's getting my 
vote..." 





Warns Against Interest Rates 
As A Competitive Weapon 


The worst thing that could pos- 
sibly happen to the bank earnings 
outlook is for a change in the de- 
posit rate ceiling to be made the 
occasion for beginning a stiff com- 
petition for deposits based on in- 
terest paid. That would amount to 
over-rewarding depositors at the 
expense of the staff and of stock- 
holders. Banks here and there try 
to convince themselves that they 
can pay a higher rate on thrift de- 
posits so long as they segregate 
savings bank type assets, for ac- 
counting purposes, in sufficient 
amounts to cover the thrift deposits. 
Such segregation usually has the 
effect of lowering the earnings rate 
on those assets that are considered 
as standing behind the demand de- 
posits. 


The fact is, there is no substitute 
for deriving the thrift rate from the 
earnings on assets suitable to the 
institution. The other method is to 
take the rate as a starting point, 
most often with an eye to what 
some other institution is paying, and 
then to begin a search for assets 
that will support such a rate. It 
is this latter approach that led 
to many of the banking difficulties 
of the 1920s. Any institution that 
lets its deposit rate determine its 
assets is not operating in the high- 
est traditions of banking. 


Rate is only one of the elements 
that determines the direction of the 
flow of thrift deposits. Convenience 
is still a most important factor. 
Good will built up in other busi- 
ness relationships, such as through 
demand deposit and loan accounts, 
is with a good many banks a pro- 
ductive source of thrift deposits. If 
to these factors is added a rate of 
interest that is fair to the depositor 
and at the same time does not strain 
the ability of the bank to pay, ex- 
perience shows that a substantial 
and profitable thrift business can be 
built up.—William A. Lyon, New 
York Superintendent of Banks, be- 
fore the Midwinter meeting of the 
New York Bankers Association. 


It was 42 years ago, in 1910, 
that banks began the now-popular 
prestige device in financial advertis- 
ing of featuring the institution’s age 
in their copy. 
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When you use The First National Bank of Chicago’s Rapid 
Router Service, your important sendings (checks and other 
items which deserve special attention) get this high-speed 
handling. They are... 

Sorted to LOCK BOX R. R. by postal clerks, separate 
from our regular mail .. . collected from the box at fre- 
quent intervals, night and day, every day . . . delivered im- 
mediately to special transit personnel who select and put 


Did you know your important sendings 


can be on their way within thirty minutes 


with The First’s Rapid Router Service? 


into operation the fastest means of making presentation . .. 
micro-filmed and sent on their way, often within 30 min- 
utes of the time we receive them. 

Why not call or write us for further information about 
our accurate and dependable Rapid Router Service? You'll 
find it pays! 


You'll find you’re better equipped to give more service to 
your customers when you take advantage of all the many 
important services offered by The First. In addition to 
Rapid Router Service, these include . . . 


Complete Clearing and Collection Service + Travelers Checks 
Complete Foreign Banking Service ¢ Loan Participation 
Bond Department . Operational Procedure Surveys 
Assistance in Handling New Types of Loans « Wire Transfers 
Safekeeping Service « Bank Remodeling and Modernization 
Public Relations & Advertising + Credit Information 


Correspondent Conferences « Assistance in Special Kvents 


Epwarp E. Brown, Chairman of the Board 


James B. Forcan, Vice-Chairman 


Harowp V. Amperc, | ice-President 


Homer J. Livincston, President 


Huco A. ANpERSON, Vice-President 


Water M. Heymann, | ice-President 


HerBert P. Snyper, | ice-President 


The First National Bank of Chicago 
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Dearborn, Monroe and Clark Streets 
Building with Chicago since 1863 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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THE PANEL (left to right): Farmer—Ollie DeGarmo, Macomb, Ill.; Labor—Richard A. Estep, Decatur, Ill.; Housewife—Mrs. David E. 
Furnall, Mt. Vernon, Ill.; Moderator, George M. Wasem, asst. vice president, Commercial National Bank of Peoria; Attorney—Jewell 
I. Dilsaver, Mattoon, Ill., and Small Businessman—Courtney L. Nieman, St. Charles, Ill. 


The Banker Gets A Look At Himself 


Customers give Illinois bankers a candid appraisal 


of their services and policies 


O wad some Power the gijtie gie us 
To see oursels as ithers see us! 
It wad frae monny a blunder free us, 
An’ foolish notion: 
What airs in dress an’ gait wad lea’e 
us, 


An’ ev’n devotion! 


ERY LOOSELY TRANSLATED, 
V bur is telling us in these 

lines that if we could manage 
somehow to take a good look at 
ourselves from the outside, it would 
puncture our ego and relieve us of 
a lot of fool notions that get us into 
trouble with our public and our 
customers. As is true of so many 
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excellent bits of philosophy, we see 
their wisdom and thoroughly ap- 
preciate such application of them 
as we are able to make to the be- 
havior of others, but have been 
very. slow to apply them to our own. 
One very good reason for this is 
that our friends aren’t too prone to 
tell us unpleasant little truths about 
ourselves, and we aren’t too in- 
clined to believe what our enemies 
have to say on the subject, while 
those who are neither, aren’t suffi- 
ciently concerned to form an opin- 
ion, much less express it. 

It has remained, then, for bank- 
ers who are really interested in 
getting an objective look at the 
public’s reaction to themselves and 


their banks, to devise a mechanism 
by which to obtain it. This is the 
task which confronted the Com- 
mittee on Education and Public Re- 
lations of the Illinois Bankers Asso- 
ciation as it planned its participa- 
tion in the Mid-Winter Conference 
of the association recently held in 
St. Louis. 

A Special Forum Committee,* 
headed by George M. Wasem, as- 
sistant vice president, Commercial 
National Bank of Peoria, IIl., was 
asked to develop and execute a 
plan for sounding out a thoroughly 
representative cross. section of 


“Other committee members: Dewey M. Beck, 
director of public relations, Illinois Bankers 
Association; M. F. Behrend, vice president, 
The National Bank of Mattoon, Ill, A. R 
Cooper, cashier, The Citizens National Bank, 
Macomb, Ill., |. H. Bunker, exec. vice president, 
St. Charles (lIll.) National Bank, D. L. Nelson, 
asst. trust officer, Champaign County Bank & 
Trust Co., Urbana, Ill., L. B. Wilson, Jr., asst. 
cash., First National Bank of Rock Island, Ill. 
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NOW uou can get the 


mast out of microfilming 


Here — in the new Dual Film-a-record — is a 
machine that will meet all of your microfilming 
needs with utmost efficiency and economy. 

Use Dual Film-a-record in the transit 
department. You can hand-feed up to 500 checks 
per minute. Checks are separated automatically as 
they go through the feeding rollers. Dual Film-a- 
record will microfilm both sides of checks and 
other documents simultaneously side by side . . . 
or one side only using the full width of the film 
... or one side only down half the width of the 
film. up the other half. 

Use Dual Film-a-record for record reten- 
tion. It has the widest feeding throat of any micro- 
filming machine—will take documents up to 15” in 
width, photograph printed areas up to 14%” in 
width. You can microfilm at any of three reduc- 
tions: 37 to 1. 32 to 1. or 24 to 1. Reduction ratios 
can be changed economically. Just change the lens 
assembly — it takes less than a minute. There are 
no additional cameras to buy. Use Microdex. an 
exclusive Remington Rand method. to index your 
records right on the film—locate them in seconds. 


Use Dual Film-a-record for record protec- 
tion. It makes two identical film copies at the 


See for yourself why Dual Film-a- 
record provides the most in 
microfilming for large banks or 
small. Send now for free illus- 
trated booklet F-264. There’s no 
obligation. Just write to Reming- 
ton Rand Room 1736, 315 Fourth 
Avenue, New York 10, N.Y. 


Remington. Fland 
DUAL FILM-A-RECORD 





same time on duplicate rolls of 16mm film. Keep 
one roll in your office, store the other elsewhere. 


You get utmost operating efficiency in Dual 
Film-a-record. Records are ejected right in front 
of you at eye level in the same order as they are 
fed. No stooping, no stretching — they’re easy to 
reach. All operations can be controlled from your 
chair. Everything is at your fingertips. Loading 
is simple, quick. And with Dual Film-a-record you 
get sharp, clear images. Lenses of highest quality, 
rigid control of processing and Colorstat lighting 
control combine to give you sharp images of uni- 
form, high contrast regardless of the color of the 


documents being microfilmed. 





public opinion regarding banks and 


banking services. The method 
adopted was a public opinion forum, 
with a panel comprising a farmer, 
an attorney, a housewife, a small 
businessman, and a representative 
of labor. 


Committee members representing 
each of the five groups of the As- 
sociation assumed responsibility for 
selecting from their respective 
group areas the person best quali- 
fied to speak for one of these 
categories. To assure presentation 
of the widest possible section of 
public opinion by the panel mem- 
bers, each of them was asked to ob- 
tain the views of as many others 
of the same category as possible. 


Mr. Wasem served as moderator. 
He opened with a statement of the 
basic principle of bank public re- 
lations upon which the session was 
based, viz: that “the best possible 
way to learn what the public thinks 
of the things we do is to ask the 
people we serve.” Press representa- 
tives were asked to take note of the 
fact that while there would be no 
opportunity for bankers to reply to 
panel members, their silence was 
not to be taken as an indication that 
they had no answers. 


32 Small Businessmen Interviewed 


First panel member to speak was 
Courtney L. Nieman, jeweler of St. 
Charles, Ill. representing the small 
businessman. He said he had inter- 
viewed 32 other small businessmen 
in his own and two other com- 
munities. Most of them were satis- 
fied with the routine services of- 
fered by their banks and had no 
comments or suggestions. Twenty- 
eight of the 32 had never ventured 
beyond the tellers’ windows, and 
knew little or nothing about the 
other services available, which 
clearly indicated to Mr. Nieman a 
lack of selling. He pointed out that 
while present day students have 
opportunity and occasion .through 
variously sponsored tours to fami- 
liarize themselves with the details 
of bank services, there had been 
nothing of the kind when he was 
in school, and that many men and 
women of his generation had never 
been behind tne scenes in a bank. 
He urged that more of these people 
be informed regarding the manner 
in which the bank functions, so that 
they would arrive at a_ better 
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understanding of the reasons for 
service charges, short banking 
hours, long waits at tellers’ win- 
dows, and other details of which 
they were critical. Among the other 
comments of the small businessmen 
interviewed, were these: 


® A smile following a long wait 
at the teller’s window would 
do no harm. 


¢ A food store wanted advance 
information on N. S. F. 
checks. 

e A bank paper informing cus- 
tomers of latest develop- 
ments in taxation, etc., as 
they apply locally, would be 
appreciated. 

e The Night Depository is a fine 
service, but there should be 
no extra charge for it. 


® Parking is a real customer 
problem, and every effort 
should be made to minimize 
it. Drive-ins are fine, and 
where they cannot be pro- 
vided, 15-minute parking 
should be made available at 
or near the bank. 

® There is some suspicion of 
favoritism in the making of 
loans. 


Mr. Nieman, speaking for him- 
self, related that while his daughter 
was in the lower grades, the banks 
and schools had an arrangement 
they called School Banking Day. 
This gave way in the course of the 
war to a plan for the purchase of 
Defense Savings Stamps, and he 
deplored the change. He felt that 
the act of actually placing money 








“Tch, here I've been monopolizing the con- 
versation, again—now you tell me all about 
your children too." 


in a bank was a far more impressive 
means of instilling into the students 
a sense of thrift than the mere pur- 
chase of stamps. While he sensed 
that both banks and schools were 
glad to be rid of the chore of man- 
aging School Banking Day, he felt 
that it would be excellent public 
relations for the bank to revive the 
practice. 


It was also felt that bankers 
should do more visiting in the place 
of business of the small business- 
man. One person interviewed ven- 
tured the observation that the 
banks’ program contained too much 
public relations and not enough 
personal relations. 


Positive Attitude Badly Needed 


In the opinion of Attorney Jewell 
I. Dilsaver of Mattoon, IIl., and 
others of his profession, banks are 
too conservative. “They don’t want 
any part of anything but a sure 
thing,” is a comment too frequently 
heard. The attorney viewpoint con- 
tinues somewhat as follows: A posi- 
tive attitude is badly needed in 
bank management. The negative 
approach in dealing with applica- 
tions for credit, for instance, elimi- 
nates any possibility of a considera- 
tion of the positive aspects of the 
case. By the time the banker has 
finished considering reasons why a 
loan shouldn’t be made, his mind is 
made up. Starting with the positive 
side of the question would result in 
better balanced decisions, partic- 
ularly from the standpoint of the 
customer and public. Moreover, too 
few bankers know how to say no, 
even when it is necessary, and too 
many fail to realize the importance 
of telling the customer when they 
do so, why it is necessary. 

On the subject of G.I. and F.H.A. 
loans, the attorneys held that these 
are accommodations to which those 
for whom they were designed are 
entitled, and that if the bank didn’t 
supply them, someone else would. 

In the view of some of the at- 
torneys consulted there didn’t seem 
to be a sufficient appreciation of the 
importance of the small customer, 
nor of the fact that small customers 
sometimes get big. 

Other views concerned them- 
selves with inadequate quarters, 
congestion at tellers’ windows, the 
desirability of higher salaries, pen- 
sion plans, etc. Promotion, they felt, 
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“Sorry—three o'clock” 


was too rigidly restricted to a single 
line of succession, in which prog- 
ress was too largely dependent upon 
death or retirement at the top. 
Development of personnel, inde- 
pendently of what happens in the 
line of succession, with its resultant 
greater staff versatility and flexi- 
bility and a considerable degree of 
choice in the filling of vacancies as 
they occurred, would be far more 
productive of management accept- 
able to the public. 

Mr. Dilsaver urged large bank 
participation in community affairs, 
and plenty of staff representation in 
service clubs and other community 
organizations. “As I have viewed 
business in the community,” he 
said, “I’ve become increasingly con- 
vinced that nothing succeeds like 
success, and, to be successful, we 
have to work that way, we have 
to appear that way.” 


Banker Should Do The Calling 


The lawyers share the small busi- 
nessmen’s opinion that the bankers 
should do more calling on custom- 
ers. The impulse to call the cus- 
tomer and ask him to stop by the 
bank should be resisted, and the 
banker should do the calling to the 
greatest possible extent. This would 
provide the banker with much 
needed information regarding the 
customer’s business habits and cir- 
cumstances, and demonstrate to the 
customer the banker’s friendly in- 
terest in his welfare. 

The housewives of the country 
were very ably represented by Mrs. 
David E. Furnall, wife of a Mt. 
Vernon, Ill. attorney. Asked to give 


16 


her ideas on banking and what her 
banking relations are, she replied, 
“Oh dear me, my relations with the 
bank are very pleasant. Dave puts 
it in; I take it out, and, confiden- 
tially, I am the fastest. And, you 
know, I found that was true of so 
many women.” 


Mrs. Furnall went on to say that 
women prefer the smaller offices— 
they like to be able to wave at the 
president as they pass his desk or 
office. Cleanliness, of course, is a 
highly rated factor in the woman’s 
estimate of the conduct of any 
bank, as is friendliness. Among Mrs. 
Furnall’s further observations 
were: 

© Personalized checks are fine. 
They give one prestige and 
are easier to cash than un- 
imprinted checks. 

® Drive-in banking is much 
appreciated. I would suggest 
one possible improvement. 
Getting all of the small 
change generally requires 
several scoops, and most of 
us don’t do too well with our 
left hand. If the tellers 
would drop the change into 
an envelope and pass it out 
to us, it would relieve us a 
lot of anxiety regarding the 
possible whereabouts of 
stray bits of change. (Edi- 
tor’s note: Why not? A few 
well-worded messages on the 
envelopes might pay their 
way.) 

® Women are not sufficiently 
familiar with trust services 
offered by banks. Trust ad- 
vertising could be so phrased 
and illustrated as to attract 
their attention. 


® Children should be taught all 
about banking procedures. 
They should be introduced to 
_the president and made to 
feel that the bank is a 
thoroughly human institu- 
tion. School groups should 
be invited in for conducted 
tours. 
® Clerks should be _ pleasant 
and cause customers to feel 
welcome rather than convey 
the impression that custom- 
ers interrupt their work. 

® Coupon booths could be im- 
proved by installing a button 
which would summon an 


attendant, should there be a 
need for an envelope or some 
other accessory. 


® A telephone jack would be 
very useful when there is 
occasion to discuss the con- 
tents of the box with one’s 
husband or attorney. And it 
would only be a proper def- 
erence to woman’s predilec- 
tion for cleanliness to supply 
ash trays in each of the 
booths. 

® Christmas Savings Clubs are 
a much appreciated service. 

® It is good to be able to make 
one’s contributions to the 
Community Chest, Red 
Cross, March of Dimes, and 
other campaigns at the bank. 

© Housewives would appreciate 
it if information regarding 
their overdrafts were first 
communicated to them 


rather than to their hus- 
bands. 
One woman of Mrs. Furnall’s 


acquaintance objected rather 
strenuously to the lack of privacy at 
the check desk, and wished there 
might be partitions of some kind 
which would provide some protec- 
tion against the prying eyes of peo- 
ple apparently more interested in 
learning the amount of her balance 
than he herself was. 


Mrs. Furnall concluded with the 
admonition that “Women live the 
longest,” and that the banker would 
do well to cultivate their good will 
at every opportunity. 


Object To Banking Hours 

Representative of labor’ was 
Richard A. Estep, publisher of labor 
publications, of Peoria, Illinois. Mr. 
Estep had sent questionnaires to 
68 different unions in three cities, 
to which he received 20 answers. 
Criticisms and suggestions ran the 
gamut, but perhaps the most im- 
portant had to do with banking 
hours which, they felt, did not 
sufficiently conform to the business 
hours generally prevailing, making 
it very inconvenient for the wage 
earner to do his banking. Other 
points of criticism were: a too low 
rate of interest on savings accounts; 
too much congestion at tellers’ win- 
dows; too high charges on checking 
accounts. 

In response to one of his ques- 
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It’s a cold fact that embezzlers 

go for big sums these days. 

That’s why it’s a good idea to examine 
your Bankers’ Blanket Bond now 


to see that your protection is adequate. 


To help you determine the amount 

of coverage you need in your 
Bankers’ Blanket Bond, Indemnity 
Insurance Company of North America 
has published a new Bankers’ 
Automatic Calculator. 


NER 
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To find the recently revised 

suggested amount of Bankers’ 
Blanket Bond coverage needed, as 
recommended by the American 
Bankers Association, you simply 
manipulate the card in the slot. 

The amount slides instantly into view. 


This convenient desk device is 

free, of course. To get your copy, 

ask any Agent of the Indemnity 
Insurance Company of North America. 


INDEMNITY INSURANCE COMPANY oF 


An added feature of this 

caleulator is a device by which 

you can compute automatically 

the monthly amortization charge on 
a large selection of loan amounts 

at four different interest rates. 


nts; 
yin- 
cing 


NORTH AMERICA 


1600 Arch Street, Philadelphia 1, Pa. 
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tions, “Do you find banks cold and 
impersonal?” he received the reply, 
“I find them pretty good folks, al- 
though I have. never tried for a 
long loan, which might change my 
opinion.” Another commented, “The 
employees are friendly; officers do 
not make me feel as welcome.” 

The wage earner, according to 
Mr. Estep, finds it easier to obtain a 
loan from the loan company than 
from the bank. 


Ollie DeGarmo, a Macomb, III. 
farmer was the last member of the 
panel to speak. His father, he said, 
had given his brothers, and himself 
this bit of advice early in his busi- 
ness life: “Boys, instead of having 
debts, make one debt—to the 
bank.” He went on to relate the 
story of his own business expe- 
rience, particularly as it concerned 
his dealings with his bank, in the 
course of which there were a few 
tense moments—with the bank 
winning out over the P.C.A. in 
what looked like a photo finish on 
one occasion. 


The Farmer's Story 


Mr. DeGarmo told a stirring story 
of starting at the bottom, with a 
good wife and a $40.00-a-month 
job, which was cut to $25.00 as 
the depression of the early thirties 
deepened. Even at this low wage, he 
was able to pick up a few head of 
live stock in a few years, and in due 
course rented a farm, relying upon 
horses and some custom plowing to 
get his work done. In 1936 he suf- 
fered the dual disaster of drouth 
and a sick wife, with the result that 
he was unable to meet his obliga- 
tions at the bank. He met this 
emergency by securing his father’s 
co-signature on his note at the 
bank, and it worked out without 
further complication. 

On another occasion Mr. De- 
Garmo found himself with a nice lot 
of 100-lb. hogs and no corn, al- 
though he had a good oat and wheat 
crop. He continued, “I walked into 
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the bank again, after getting up 
enough nerve. The old boy was 
there. He was a dandy old fellow, 
but, boys, he hardly smiled.’”’ When 
he asked for the money needed for 
the corn, the banker countered, first 
with the suggestion that he sell his 
hogs, then with the suggestion that 
he have his father sign the note. 
Feeling that it would be unfair to 
his father to ask him to sign the 
note in view of the fact that there 
were a number of other children to 
consider, he returned to his farm 
without the money. 


He was later offered a crib of 
corn by an old neighbor who 
seemed to have a better apprecia- 
tion of what the corn would do for 
“those hogs with the big frames” 
than the banker did. He was simply 
asked to haul the corn and to pay 
for it when he sold his hogs. The 
hogs and a few calves later paid 
for the corn and took care of the 
indebtedness at the bank, as well. 
There was a note of genuine regret 
in our speaker’s voice that the 
greatest accommodation he had 
ever received hadn’t been granted 
by his banker. That accommodation 
marked a turning point in his career 
and started him on his way to the 
ownership of a good 280-acre farm, 
well stocked, and free and clear of 
encumbrance. 


P.C.A. Loses Out 


Some time following the corn in- 
cident, Mr. DeGarmo found he 
needed more money for operating 
expenses than he had on hand, so 
he applied for a loan covering his 
needs at the bank. After some 
deliberation, the banker prepared 
and handed him a note for signa- 
ture, and thereby deprived the 
P.C.A. of a customer. For our 
farmer panel member had firmly 
resolved that if he had been asked 
once more to obtain his father’s 
signature, that’s where he was go- 
ing to go. 

A 4-H Leader for eight years, 





Mr. DeGarmo 


is an enthusiastic 
supporter of that organization. He 
feels that banks should give 4-H 
and F.F.A. all possible cooperation, 
and cited as an example of what 
4-H can accomplish, the case of the 
one time 4-H boy who recently held 


a purebred Hereford sale that 
yielded $41,000.00. He indicated a 
firm belief, incidentally, that the 
feed bunk has it all over the swivel 
chair as a point of vantage and 
perspective for the banker who is 
dealing with a farm customer. 


Experience Compensates 


When the moderator addressed to 
the panel the question, “Do you feel 
the bank is a good place to work?” 
Mr. DeGarmo replied that he did, 
notwithstanding some feeling that 
the salary scale is relatively low. 
He cited his own case as proof of 
the fact that the employee in any 
business can derive whatever bene- 
fits he will from the experience he 
is gaining, and that if opportunities 
to gain such experience are fully 
exploited, immediate compensation 
in cash is of secondary importance. 
Labor’s representative, on the other 
hand, replied in the negative. 


In response to the Moderator’s 
question, “Do banks make too much 
profit?” Mr. Estep indicated he 
wasn’t so sure—that news on the 
subject was conflicting—that there 
was much complaint of high taxes, 
but that the figures he had seen in- 
dicated the banks are doing O.K. 
Attorney Dilsaver ventured the 
opinion that “banks come nearer to 
paying their proportionate share of 
taxes than anybody in the commu- 
nity, because their money and 
statements are out in plain sight. 
Bank profits are not out of line with 
those of other businesses.” Small 
Businessman Nieman added, “I am 
satisfied with the way it is going. 
If they can make money, I am for 
them, and I would rather deal with 
a successful organization than one 
that isn’t successful.” 

A tape recording of the forum 
discussion will be available for use 
at group meetings of the associa- 
tion, staff meetings of clearinghouse 
associations, and other similar oc- 
casions. The very enthusiastic re- 
ception accorded the forum by those 
in attendance gives promise of a 
very active demand for this record- 
ing. 
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4-H'ers Donald A. Yauger, Mount Vernon, Ohio and Carl Close, Westminster, Maryland 


THE 4-H 


HEN FRANKLIN M._ RECK 
WY sissies to put “The 4-H 
Story” on paper he en- 


countered a problem fairly common 
to chroniclers of broad social and 
educational movements which have 
become part of the nation’s cultural 
growth: Where to begin? 

As Mr. Reck himself puts it in 
the introduction to his book, “The 
tendency to trace the story back 
to a few outstanding individuals 
must be resisted. So must the ten- 
dency to find the roots of the move- 
ment in a few simple causes.” The 
necessity for this resistance to short 
cuts became apparent to the author 
when he immersed himself in a 
study of rural United States in the 
years 1900 to 1910, the decade in 
which the 4-H idea “threw out its 
first green sprouts.” 

Could that 
called the beginning? Certainly it 
was a period in which many edu- 
cators began to press for more prac- 
tical education of youth in agricul- 


span properly be 
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STORY 


ture, the manual arts and home- 
making. It was a period, moreover, 
in which a feeling of frontier isola- 
tion had begun to give way to a 
desire on the part of farm people 
for the better things of life. It was 
the beginning of more widespread 
concern for the needs of adolescents, 
a national mood which resulted not 
only in 4-H clubs but in such youth 
organizations as the Boy Scouts, 
















4-H Historian 





FRANKLIN M. RECK has long 
had an intensely practical inter- 
est in rural youth. As editor of a 
boys’ department of The Farm 
Journal, he has an excellent op- 
portunity to observe and report 
4-H Club activities throughout 
the country. Mr. Reck also is 
managing editor of the Ford 
Motor Company’s interesting 
monthly magazine, The Lincoln- 
Mercury Times. 








Girl Scouts and Camp Fire Girls. 
Yet for the painstaking historian’s 
purpose it was necessary to delve 
still deeper into the past. 


Many have identified the birth 
of the 4-H movement with the pas- 
sage of the Smith-Lever Act of 
1914, legislation which authorized 
the United States Department of 
Agriculture to put co-operative ex- 
tension service on a national basis. 
Still others date the birth of 4-H 
from the first corn-growing contest 
sponsored by the federal govern- 
ment in Missouri in 1907. Actually, 
however, 4-H club work may be 
said to have begun whenever and 
wherever individuals or groups took 
an interest in teaching farm boys 
and girls respect for their way of 
life; whenever and wherever some- 
one made it a point to demonstrate 
to these youngsters that farm life 
could be as rewarding to the soul 
as any other existence. 

Author Reck’s research led him to 
the discovery that the period of 
rural awakening encompassed most 
of the 19th Century. As early as 
1828, in fact, a boarding school 
teacher in Butler County, Ohio, 
sought to give his students some 
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Thirty-Two years have passed since the group above, junior club members and chaperons, 


came to Chicago for the 1919 International Livestock Exposition. 


The clothes may be 


different, the number may be fewer, but the spirit these young folks brought with them 


is the same spirit that comes every year to National 4-H Club Congress. 


And it's that 


spirit which runs like a silver thread through the new 4-H history (right) which has over 


300 pages, many illustrations, and a dark green cover printed in gold. 
(4-H News Photo) 


inches in size and sells for $3.00. 


conception of the dignity of agri- 
culture and the practical advan- 
tages of learning by doing. These 
students were required to grow 
corn, garden vegetables, shrubbery 
and flowers on a competitive basis 
on allotted parcels of land. It isn’t 
too difficult to visualize that board- 
ing school teacher as a leader in 
the 4-H movement were he alive 
today. 

The same is true, of course, of 
the groups and individuals who 
sponsored and were a part of the 
many corn growing contests which 
punctuated the rural awakening. It 
is true also of young Franklin B. 
Spaulding to whom the judges at 
the 1856 Watertown, New York, 
Fair awarded the Horace Greeley 
prize of $50 for growing 152 bushels 
of corn per acre on his parents’ farm 
in Cattaraugus County, New York. 
Young Spaulding kept accurate rec- 
ords of his costs, just as 4-H young- 
sters do today. Sixteen-year-old 
Wilbert La Tourrette of Muscatine 
County, Ia., who won a premium in 
1857 for growing 951% bushels of 
corn on a measured acre, 
4-H boy in spirit at least. 


Was a 


The Valiant Pioneers 

But there was little continuity 
of effort in that early period. The 
corn growing contests were seldom 
repeated for more than a year or 
two and the publicity they received 
was local more often 
wise. Some attracted national at- 
tention but there were no radio 
networks, no coast-to-coast televi- 
sion, no movie news reels—nor was 
the press of the nation served by 
the facilities that make distribution 


than other- 
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ae 


of news seem so simple to the lay- 
man today. Few, if any, of the early 
contests included farm girls. 


The turn of the century brought 
a change in the pattern. In many 
states, including Texas, Georgia, 
Ohio, Iowa, Illinois, Minnesota, Ne- 
braska, North Dakota, Kansas, 
Massachusetts and Indiana, progres- 
sive county superintendents of edu- 
cation began to introduce out-of- 
school programs in agriculture and 
“home culture” while state fairs 
began to exhibit embroidery, quilts, 
aprons, bread, cakes, jellies, pre- 
serves, pickles and other products of 
the farm homes. 


Franklin Reck puts down the 
period from 1902 to 1907 as “The 
Years of the Valiant Pioneers.’ One 
of these was Perry G. Holden, pro- 
fessor of agronomy at Iowa State 
College. Iowans who pioneered in 
club work among the state’s boys 
and girls owe much to the burning 
enthusiasm of Professor Holden for 
better seed corn. The first Corn Gos- 
pel Train is an example of the 
crusading ardor of “Seed Corn” 
Holden for better agriculture. Hold- 
en’s work in testing corn seed in 
germination boxes demonstrated to 
Iowa farmers how much seed they 
were wasting by haphazard selec- 
tion and how they could prevent 
that waste. 


Under Holden’s leadership, Iowa 
State College inaugurated county 
farm demonstrations and instituted 
week-long off-the-campus courses. 
It was no surprise to anyone when 
“Seed Corn” Holden became the 
first superintendent of extension 
work when the Iowa legislature au- 


thorized that project in July, 1906, 
and appropriated $15,000 to be used 
in the first year. From the be- 
ginning, the new department con- 
centrated on inducing school super- 
intendents to include agricultural 
subjects in school studies. 


Jessie Field Joins The Crusade 


One of those who caught fire from 
Holden’s evangelism was a young 
woman named Jessie Field, who 
had been elected superintendent of 


the 130 rural schools in Page 
County, Ia. Shortly after she took 
over, Miss Field heard Holden speak 
at a Farmers’ Institute meeting at 
Clarinda, the county seat town 
which was her headquarters. When 
Miss Field asked Holden what she 
could do to advance the cause of 
agriculture, he told her to get to- 
gether the ten most influential rural 
teachers in the county for a meet- 
ing. Out of that meeting came the 
progress that attracted national at- 
tention to Miss Field and her school 
system, many graduates of which 
were to go on to outstanding suc- 
cess in agriculture and agricultural 
extension work. 

It is no exaggeration to say that 
rural America came to life under 
such men as Holden and_ such 
women teachers as Jessie Field and 
those who followed them in their 
work. From the inspiration and 
downright physical vigor of these 
pioneers came the impetus that led 
to whatever birthday or birthplace 
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4-H may have had. In 1911, Miss 
Field received a watch from O. H. 
Benson, school superintendent of 
Wright County, Ia. On the back of 
its case, the watch bore an engrav- 
ing of a three-leaf clover, with an 
H on each leaf. In the center of the 
engraving, between the right and 
left H’s, was the word “Page”—for 
Page County, Ia., where Jessie Field 
labored so mightily and with such 
telling effect to advance the inter- 
ests of farm people and their chil- 
dren. 


There is evidence that the clover 
leaf emblem may have been copy- 
righted by a printing company as 
early as 1900. Yet there is little 
question that its use in 1910 in Page 
and Wright Counties, Ia., started 
the train of events that led to the 
adoption of the present four-leaf 
clover emblem. In fact, both Benson 
and Miss Field have stated that they 
used both three-leaf and four-leaf 
clovers. Miss Field’s practice was to 
award the three-leaf pin for one 
year’s work in agriculture or do- 
mestic science and the four-leaf 
pin for the second year’s work. Per- 
haps not many 4-H club boys and 
girls of today know that in the 
Field-Benson era the four H’s stood 
for “head, heart, hands and hustle.” 
It was not until the clover leaf 
emblem began to go national in 
1911, the year in which Benson 
brought the program to Washing- 
ton, D. C., that the word “hustle” 
was changed to “health.” 


4-H Saves The Day In Arkansas 

In Arkansas, in 1914, farmers 
faced a serious problem. The market 
for cotton, the state’s chief crop, 
was threatened by the first World 
War. The state lagged in live stock 
production and actually had to im- 
port many foods from other states. 
Into that situation came “Seed 
Corn” Holden, preaching higher 
crop yields and diversification. He 
convinced farmers, business men 
and bankers that Arkansas could 
feed itself by working with its boys 
and girls. “Finance them to the 
purchase of pigs, chickens and 
seed,” Holden told his audiences. 
“They’ll show the way!” 

E. N. Hopkins, editor of the Ark- 
ansas Fruit and Farm, listened and, 
as Jessie Field and many others 
had done before him, caught fire. 
Hopkins set up a loan plan and 
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Phyllis Porter of Marquette County, Mich., working on a 4-H Clothing Project. 
Projects completed include Gardening, Food Preparation and Judging. 
had six years of 4-H Club work and has been a Future Homemaker for the past two years. 


soon bankers and merchants had 
put up $25,000 to finance the pur- 
chase of live stock, poultry and 
seeds by 4-H club members. In- 
spired by the results, Hopkins went 
to Des Moines, Ia., in 1916 to inter- 
est Published E. T. Meredith in the 
work. Impressed, Meredith added a 
boys’ and girls’ club department to 
his publishing business and put 
Hopkins in charge of it. Under the 
latter’s management, more than 
$200,000 was loaned to club mem- 
bers to enable them to buy stock, 
seed, canning materials or whatever 
else they needed for their specific 
purposes. These loans were made 
solely on character, but they proved 
to be good loans. Meredith was able 
to say, a few years later, that he had 
lost less money on loans to more 
than 10,000 youngsters than the 
Des Moines bank of which he was 
a director had lost in the same 


The 4-H Pledge 


| pledge my head to clearer thinking, 
my heart to greater loyalty, 
my hands to larger service, 
and 
my health to better living, 
for my club, my community and my 
country. 


The 4-H Motto 
To make the best better 


Adopted at the first National 4-H Club Camp 
in Washington, in 1927. 





Other 
Now 18, Phyllis 


period on secured loans to adults. 

At this point in Mr. Reck’s book 
the list of names of individuals, 
groups and companies identified 
these many years with 4-H Club 
work begins to lengthen. The time 
had arrived for the formation of 
some sort of permanent organiza- 
tion to co-ordinate on a national 
basis the contributions of business 
and banking sponsors. The first 
formal meeting to consider forma- 
tion of a National Committee on 
Boys and Girls Club Work was held 
on September 30, 1921, in the offices 
of J. C. Billingslea, Chicago adver- 
tising representative of Successful 
Farming. On December 1, 1921, the 
original group met again and de- 
cided to raise $22,000 to carry on 
the committee’s work for 1922. 


The Brave Dream Come True 


On November 18, 1949, the Na- 
tional 4-H Club Foundation was 
incorporated to receive funds and 
endowments given to 4-H and to 
administer the money for educa- 
tional purposes. The National 4-H 
Club Center, permanent home of 
the foundation and rallying point 
for all 4-H activities, including the 
National Camp, was dedicated in 
Washington, D. C.’s Chevy Chase 
area on February 14, 1951. 


Of the brave dream come true, 
Author Reck has this to say: 

“4-H Club boys and girls parad- 
ing the streets of Chicago’s Loop at 
the National Club Congress today 
brush elbows easily with city folk 
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and sense no difference. They com- 
pare their futures in dairying, 
wheat growing and home making 
with the city boys’ future at a 
machine or behind a desk without 
a hint of inferiority. That wasn’t 
true in 1900.” 


“The 4-H Story” is one which 
every banker, alert to the tremend- 
ous importance of agriculture to the 
national economy, will want to read 
in its entirety. 


Kentucky Bank Finances Stock 
Show for 4-H and FFA Youths 


F. Leslie Steelman, cashier of 
the Farmers State Bank of Sturgis, 
Ky., shares the conviction of many 
public spirited Americans that one 
of the best ways to maintain en- 
thusiasm for better livestock breed- 
ing is to show youngsters the eco- 
nomic advantages of good stock. 
Putting his conviction to practical 
use, Steelman and the bank spon- 
sored and financed a 4-H and FFA 
calf and hog show in the Sturgis 
High School athletic field, with 
prizes totalling $100. 

The bank expects to make the 
show an annual event. “It will do 
the youngsters a great deal of good, 
we believe,” said Mr. Steelman, 
“and any benefits that accrue to the 
bank through the years will be 
small compared to the benefits for 
the Sturgis area and its economy.” 


4-H Club Windbreak Forestry 
Project In lowa 


Dr. George B. Hartman, head of 
the Department of Forestry at Iowa 
State College, urged the Iowa Bank- 
ers Association in a recent letter to 
aggressively promote 4-H Club tree 
planting projects. He had particular 
reference to the planting of small 
coniferous (cone bearing) trees for 
farm windbreak purposes, and 
stated that the Ames, Iowa Kiwanis 
Club had gotten fourteen such proj- 
ects under way in the- past two 
years. “The project is rather a 
simple one,” writes Dr. Hartman, 
“and requires a very small outlay 
of money. I believe it would do 
much to identify the Iowa Bankers 
Association with forestry in the 
many communties of Iowa.” 


The 1950 enrollment is the largest in 
the history of 4-H Club work, and 
comes from 1,480,969 homes. 
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Kent County, Delaware Looms Big On The 4-H Map 


With an intense appreciation of 
the importance of the part played 
by the development of our youth in 
the maintenance of our democratic 
form of government and our sys- 
tem of free enterprise, Gordon 
Willis, vice president of Farmers 
Bank of the State of Delaware at 
Dover, has for a great many years 
sought out opportunities to en- 
courage and foster character-build- 
ing programs sponsored by the va- 
rious youth organizations, among 
them the 4-H Clubs. It was Mr. 
Willis’ privilege to work with and 
share the enthusiasm of Horace A. 
Moses, a pioneer in the latter move- 
ment and founder of Junior Achieve- 
ment, and his many years of ac- 
tivity with and in’ behalf of farm 
youth organizations have won for 
him recognition as a Diamond 
Farmer of the Future Farmers of 
America and Honorary Member in 


Delaware of 4-H Clubs. 


Small wonder, then, that 4-H 
Achievement Week found the 
Farmers Bank cooperating in its 
customary whole-hearted fashion. 
The bank’s display window must be 
used to the best possible advantage, 
and a lot of collaboration between 
the bank and the Kent County 4-H 
Club Agent and her leaders, with 
the bank footing the bills, brought 
into being a map of the County” 
depicting the very important part 
played by 4-H in the lives of the 
youth of that area. A large outline 
map of the County was provided, 
and on this each 4-H Club was 
indicated by attaching in the ap- 
propriate spot a 4-H emblem, with 
the name of the club, its enrollment 
and the local leader’s name im- 
printed on it. 


As word of the project spread 
(Continued on page 30) 


GROWTH OF 4-H ENROLLMENT, 1912-1950 


MILLIONS 


* 


THE HEAVY black 
line traces growth 
of 4-H member- 
ship from a hum- 
ble start of less 
than 100,000 in 
1912. Generally 
the line mounts 
steadily, except 
for a sharp in- 
crease during the 
war years and a 
lag following. 
Other than that, 
only unsettled 
economic condi- 
tions of the early 
"30's Gnd the pre- 
wor yeor 1941 
have temporarily 
halted the upward 
climb of club appropriations 
membership to a 
its new high of 

1,990,932 





* 


1950-1,990,932 
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Sneek theft from the San 
San Jose, California, pa ig 


It was lunch hour. The cashier and bookkeeper were 
alone in the quiet outer office. Two strangers lounged 
at opposite entrances of the bank and a third came in 
to ask for a draft on a Swiss bank. 

As this customer slowly counted out $65 in small 
change that never seemed to tally, a figure climbed 
through an open back window and crept on all fours 
across the floor. Harry “The Sneak” Schindler was an 
expert at this. Cat-like he reached the cashier’s table 
where three trays, each containing five hundred evenly 
stacked $20 gold pieces, were neatly arranged. 

Noiselessly he lifted one and eased it into a green 
baize bag, sliding a dummy tray of gilded wooden 
“Double Eagles” into its place. Then, as he began his 
phantom retreat, the bank’s president entered. 

The two lookouts, however, quickly engaged the 
official in conversation, enabling Schindler to escape 
unseen. Almost immediately, the “stall” got the cor- 


— Secret Service Story” — a dramatic new film on 
how counterfeiters, forgers and 


SCHINDLER BAGS THE SWAG 


rect count and concluded his business. An hour later 
the ruse was discovered but, although later crimes were 
to trip them up, Schindler and his companion reached 
San Francisco safely and split up their $10,000 gold loot. 


Skillful or crude ... the approaches are basic. Through 
deception, stealth and force bank robbers constantly find 
new ways to effect their ends. Today as yesterday, the 
only truly sound protection is a well-planned insurance 
program. 

he “tna Plan of Risk and Insurance Analysis is 
expertly designed to keep your insurance coverage exactly 
tailored to your bank’s special requirements . . . and to 
provide well-rounded protection against embezzlement, 
liability, fire and other hazards as well as against robbery. 
Your local A2tna representative will be glad to explain 
this tested method that has helped many banks improve 
their protection substantially. 


AEtna Casuatty anv Surety Company 


The ima Life Affiliated Companies write practically every form of insurance and bonding protection 
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imma Life Insurance Company 
7Emma Casualty and Surety Company 


LIFE AND CASUALTY FIRE ANO MARINE 
Automobile Insurance Company 
Standard Fire Insurance Company 


Hartford 15 Connecticut 





% all banks using the 
Recordak Rental Flan: 


if you buy the Recordak Microfilmer you are now renting 


... you will receive a credit allowance equal to 50% of your 
monthly rental payments within the past 36 months. 


.-. you will receive up to 2 years of serv- 
icing (depending upon your type of 
equipment) at no additional cost. 
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Recordak 


It's smart business to capitalize on the 
substantial credit you've built up— 


that’s the consensus of thousands of customers 
who now own the Recordak Microfilmers they 


once rented. 


And, the chances are you won’t overlook 


this offer, either, when you add up the credit 


you're entitled to now .. . when you see how 


this enables you to buy at surprisingly low 
cost the Recordak Microfilmer that has al- 
ready proved its worth in your bank. 


More than 4000 





=RECORDPK 


(Subsidiary of Eastman Kodak Company) 


originator of modern microfilming—and its application to banking systems 





h-rohiimels 


purchased to date 


And, remember, up to 2 years of servicing 
(including necessary parts replacements) is 
included in this offer. All in all, something 


you can’t very well ignore! 
7 7 7 


Get full details on Recordak’s low-cost 
ownership plan—already endorsed by so 
many banks of every size. Call in your local 
representative for all the facts...or write 
directly to Recordak Corporation (Subsidiary 
of Eastman Kodak Company), 444 Madison 
Avenue, New York 22, N. Y. 


“Recordak” is a trade-mark 








about among the bank’s customers, 
a demand arose that the map go 
on display a week previous to 
Achievement Day, with the end re- 
sult that the display was maintained 


not only through Achievement 
Week, but through the weeks pre- 
ceding and succeeding, as well. 

The project was fittingly cli- 
maxed by the use of a photograph 
of the display on the cover of the 
February issue of National 4-H 
News, which has a circulation’ of 
60,000 among the 2,000,000 4-H’ers 
of the country, with an estimated 
readership of upwards of 300,000. 
Rarely, if ever, has bank participa- 
tion in a 4-H project received such 
outstanding recognition. 

Bankers of our generation, in the 
view of Mr. Willis, had the chance 
to make a better America, but 
missed it, leaving us only the alter- 
native of so building oncoming gen- 
erations that they may be prepared 
to succeed where we have failed. 
Asked what bankers may do to 
further the 4-H Movement, Mr. 
Willis replied: 

1. Offer to finance any proj- 
ect that the youngsters may 
select provided the project is 
approved by their Club Leader. 


2. Install and encourage 
School Savings in your Bank. 


3. Be interested in all School 
endeavors, back them up and 
support them. 


4. Invite Clubs and classes to 
visit your bank—show them 
“behind the scenes.” 


5. Have “Know Your Bank 
30 


Week” for the youngsters. 


6. Beam some of your adver- 
tising on the success of the 
members of the clubs. 


Bank Land Loaned To Students 


Many banks in rural areas have 
given help of one sort or another to 
4-H Clubs, FFA chapters and other 
groups of farm youngsters, but it 
remained for the Wood & Houston 
Bank of Marshall, Mo., to add a new 
twist—new to us, at least. The bank 
has furnished an 82-acre farm free 
of charge to the vocational agri- 
cultural class of Marshall High 
School. The farm will be split up 
into demonstration areas which 
the students will use to test crop 
diversification, fertilizer usage, 
planting methods and erosion con- 
trol measures. Capital for seed, fer- 
tilizer and fuel for machinery for 
the first year’s operation will be 
furnished by the local board of edu- 
cation. 





How To Use The 4-H Story 


4-H’ers everywhere will derive 
encouragement and inspiration 
from a reading of the 4-H Story, 
and any of the uses suggested below 
will make the best of 4-H programs 
and activities even better. 
® Present copies to County 4-H 
Council 
® Present copies to 4-H mem- 
bers, as awards 
® Present copies to each Club 


in Country 

¢ Present copies to County 
Leaders 

© Present copies to County 4-H 
parents 


¢ Present copies to town li- 
braries in name of 4-H 

® Present copies to Local Lead- 
ers’ Association (if any) 

® Present copies to junior lead- 
ers 

® Have Bank Open House and 
present copies to certain 
4-H’ers, all 4-H’ers, or just 
to leaders. 





A Banker-4-H Team 


C. L. Harper, president of the 
Bank of Sturgeon, Sturgeon, Mo., 
(left) likes to lend money to 4-H 
boys and girls. He now holds more 
than 20 n8tes—one in the amount 
of $1,272.00. Shown with him are 
4-H’ers Carol Smith and Allan 
Smith, and their father D. R. Smith, 
who owns a 216-acre farm about 3 
miles south of Sturgeon, and farms 


an additional 70 acres of rented 
land. Allan made a profit of $214.76 
on his Baby Beef Project Calf last 
year. He invested this and borrowed 
the bala ice to buy the Registered 
Angus heifer he is holding. Carol 
likewise borrowed the balance on 
her heifer. The two cost $975.00. 

These are foundation cows on 
which these young people hope 
build herds of good cattle. 
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Automatic Billing... 
an EXTRA dividend from IBM accounting 


Modernizing your Mortgage Department 
with the help of IBM Accounting is a long step 
toward substantial dividends in savings and im- Check These Advantages 


of IBM Mortgage Accounting 


proved customer service. 
But there are extra dividends too. Regular 





monthly bills and overdue notices—completely 1. Employees relieved of tedious calculating. 
itemized—are by-products of the regular record 2. Congestion at pay window reduced. 
keeping functions performed by IBM machines. . Records of transactions, accounts, and statements 
Like the records, they are prepared automatically, available without interfering with ledger files. 
relieving employees of a tedious and repetitive . Portfolios analyzed as extensively as desired. 
calculating task. Automatically prepared analyses O, Cbeebies nimble Wits ac an tenants 
of the mortgage portfolio are still another by- in equipment or personnel. 
product. . Accounting control simplified. 

rented IBM Accounting brings large-scale advan- ae 

— tages to other major accounting functions, too. lasaie 

ab od Our representative will be glad to give you de- 


: tai i i 
‘stent led information. 


INTERNATIONAL BUSINESS MACHINES 
590 Madison Avenue, New York 22, N. Y. 
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W..n your records are out for 


Not if they have the constant, on-the-spot 
protection of a Mosler Ledger Desk Safe! 


MOSLER LEDGER DESK RECORD SAFE #5540 RA, showing how an armored steel money chest can be installed to 
provide burglary protection as well as fire protection. Interior arrangements are flexible to hold all types of records. 


WHY TAKE THE CHANCE of having signature cards, ledger MOSLER LEDGER DESK SAFES bear the “A” Label of the in- 
cards, mortgages and other records totally destroyed? dependent Underwriters’ Laboratories, Inc. That 
Bankers all over America are discovering the ad- means they have passed the Underwriters’ Laboratories’ 
vantages of guarding their records continuously, severest test for fire, impact and explosion! 


right where they use them every day—with MOSLER ; 
LEDGER DESK SAFES. Mosler Ledger Desk Safes 


combine night and day protection with modern effi- FIND OUT HOW LITTLE IT Costs to install Mosler Ledger Desk 
ciency and convenience. Your records are kept right Safes with interior arrangements to suit your exact 


where they're needed. In case of fire, the receding needs. Sizes are available to house up to 
doors (designed to save valuable floor space) can be 75,000 cards. Just mail the coupon for 


shut in a matter of seconds! detailed information. Do it now! Today! 
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use... are they 


READ WHY THESE BANK EXECUTIVES INSTALLED MOSLER LEDGER DESK SAFES... 


‘My ledger cards have a definite cash value—com- 
piled after years of labor and experience—and 
represent a complete history of all transactions with 
depositors. We installed two Mosler Ledger Desk 
Sates because they bear the Underwriters’ ‘A’ Label.” 


RODNEY C. LARCOM, Treasurer 
Dedham Institution for Savings 
Dedham, Mass. 


“The new Mosler ‘A’ Label Ledger Desk Safe takes 
the place of two trucks—saves time and effort— 
keeps our signature cards, mortgage and insurance 
papers, all in one safe—easy of access—guarantees 
four-hour fire protection to our vital records—re- 
ceives favorable comment, and adds to the beauty 
and appearance of the bank.” 

RAY E. TENNEY, Treasurer 

Cheshire County Savings Bonk 

Keene, New Hampshire 
“We purchased four Mosler Ledger Desk Safes 
bearing the Underwriters’ ‘A’ Label, because we 
wanted the best in safe construction. 


“We wanted a safe which had been tested by dis- 
interested engineers—other than those employed by 
the manufacturer.” 


W. WARREN STOCKER, Treasurer 
Salem Five Cents Savings Bonk 
Salem, Mass. 


“The two new Mosler Ledger Desk ‘A’ Label Safes 
operate easily, lend dignity to our Banking Room, 
have made a most favorable public impression, care 
for our 25,000 ledger and signature cards, and 
guarantee us four-hour fire protection.” 


ARTHUR E. STORY, Treasurer 
Chelsea Savings Bank 
Norwich, Conn 


“We have been using the Mosler Ledger Desk Safe 
with the greatest of satisfaction. It is a pleasure for 
all of us to be able to go to a central spot and find 
our pertinent records so very satisfactorily corre- 
lated. Since using your equipment we have been 
able to save much time and effort.” 

JOHN H. CREECH, Executive Manager 


Shaker Heights Savings Association 
Shaker Heights, Ohio 


“The fact that Mosler ‘A’ Label Ledger Desk Safes 
bore the 4-hour Underwriters’ ‘A’ Label was a com- 
pelling force in our decision to purchase, knowing 
that safety from the hazards of fire was a most im- 
portant factor.” 


THOMAS E. COOPER, Treasurer 
Biddeford Savings Bank 
Biddeford, Maine 


% Mosler Safe “”” 


HAMILTON, OHIO 


World's largest builders of safes and bank vaults... Mosler built the U.S. Gold Storage 
Vaults at Ft. Knox and the famous bank vaults that withstood the Atomic Bomb at Hiroshima 


The Mosler Safe Company, Dept, BM-3 
Hamilton, Ohio 


Please send me, without obligation, 
further information about Mosler 
Ledger Desk Safes. 
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High School Students Found 
To Be Best Employment Bet 


Part-time training program provides dependable source 
of happy, loyal and efficient employees. 


By HERBERT A. JOHNSON 
Assistant Cashier, The First National Bank, St. Paul, Minn. 


ANKS, LIKE OTHER BUSINESS or- 
R ganizations, are having their 

employment balance dis- 
rupted during this period of world 
tension and the resultant with- 
drawal of manpower from civilian 
activity into the armed forces and 
defense production. 

Our bank has made what we be- 
lieve to be a good start in its fight 
against a short labor market and 
the constant turnover of employees. 
Since 1944, we have carried on a 
successful program of breaking in 
part-time employees who attend 
the city’s public and parochial high 
schools. 

This bank pioneered the utiliza- 
tion of this supplementary part- 


time force in St. Paul, although its 
satisfactory results have since in- 
duced other banks, stores, and busi- 
ness houses to follow its example. 


At present, we have a year ’round 
average of 40 students working an 
average of 20 hours a week, plus 
full time on the school holidays that 
banks do not observe. Im the sum- 
mer the number of students in- 
creases to about 80, working full 
time. 

Such a training program was 
not needed in St. Paul until 1945, 
when the high schools dropped their 
semester system. It had previously 
been the practice of most St. Paul 
firms to fill their employment needs 
with job-seeking high school grad- 


Student trainees play an important part in the big month-end job of getting out the 
20,000 statements which the First National Bank of St. Paul mails to individuals and country 


bank correspondents. 
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uates in both January and June. 
Now, however, a vacancy occur- 
ring in September might not be 
properly filled until the following 
June—nine months later, instead of 
four. Furthermore, a large influx of 
new employees meant hasty train- 
ing and neglect of important work 
by old employees who were respon- 
sible for the training of new ones. 

This problem was, of course, 
further complicated by a wartime 
labor situation which was far worse 
than the one with which we are 
now contending. Something had to 
be done in order to maintain the 
high standards of service which we 
had established, and we could think 
of nothing better than a student 
training program. There was a good 
deal of feeting among St. Paul firms 
that the cost of such a program 
would be excessive, but the First 
National, after carefully weighing 
all available alternatives, decided 
to adopt it. 


Not Too Expensive 


And, as it has worked out, it 
wasn’t too expensive, nor just a 
stop-gap measure, but proved to be 
a permanent and economical effi- 
ciency measure. 

One reason it has worked out s0 
well for the First National is that 
the bank hires only students who 
rank high in their classes, are 
recommended by their schools, and 
who, according to the bank’s owl 
tests, have an aptitude for the work 
The First National hasn’t had any 
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of the troubles that other business 
houses have had with teen-age 
employees. The students have 
proved diligent, trustworthy, and 
conscientious. 

Part-timers are never considered 
mere fill-ins, and it is mutually 
understood that, after graduation, 
they will become permanent bank 
employees. 

The part-time employee is urged 
to enroll in American Institute of 
Banking courses, held in the early 
evening. Upon completion of the 
course, the bank reimburses the 
student for his tuition. 

The student has the privilege of 
participating in the bank’s em- 
ployees club and taking part in the 
sports, music activities, dances, 
picnics, and other social events 
which it sponsors. Never is it for- 
gotten that these part-time em- 
ployees are not adults and their 
supervisors see to it that their bank 
work doesn’t interfere with their 
school work. The diligence of bank 
officials in seeing to it that study-is 
never neglected is matched by that 
of teachers and co-ordinators of 
the on-the-job training programs, 
for which students get high school 
credit. These co-ordinators often 
drop in at the bank to see that their 
pupils are doing all right in their 
business work. Thus, a double check 
is maintained. 


Learn From The Bottom Up 

The students learn the banking 
business from the very bottom up. 
Most of them start as inside and 
outside messengers and are then 
advanced to the bookkeeping, 
transit, proof, and other depart- 
ments. The part-time system has 
been in existence seven years, and 
almost the entire personnel of the 
bookkeeping department, to cite but 
one example, is composed of peo- 
ple who started as student em- 
ployees. 

Since the bank hires only the 
high ranking students of each high 
school, it loses many of them when 
they win scholarships. Neverthe- 
less, it is estimated that 80 per cent 
of these, and others who leave to 
attend college, return to the bank 
when they get their degrees. And, 
as they are already trained, they 
are better employment bets than 
other college graduates. Now the 
bank loses many boys to the draft 
and many girls leave for very 
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Current bank survey reports — 





Tells experience 


of 102 local banks 


“Trailer coach paper excellent!” 


and finance companies 


with $75,412,000 of 


paper financing 37,941 mobile eee 


The great majority of banks list trailer coach paper as “‘excel- 
lent”’. 75% report less than 1% or no delinquency. 98% say 
they have suffered no losses on trailer coach paper over the 
last five-year period. These loans average $1875. 

Details of this national survey are now being sent to banks. 
For additional copies write to the address below. It will pay 
you to look into the trailer coach market in your community. 


The modern mobile home costs from $2000 to $6000. It may 
accommodate as: many as 6 persons. It has running water, 
electricity, shower, sanitary facilities, electric refrigerator, beds, 
tables, chairs and ail of the other conveniences of modern house- 


keeping. 


More than 1,500,000 Americans find mobile living the most 


housing. 


suitable to their way of life. 
3 out of 4 mobile home buyers prefer to finance their wheeled 


For information write: Banking and Finance Committee 


OA pailerr Coach, 


natural reasons, such as following 
their soldier-husbands to camps 
throughout the country and to raise 
families. 

In addition to a better social ad- 
justment to the adult world, the 
student trainee has a decided ad- 
vantage over the youngster who 
starts full time work in a bank 
without similar training. By the 
time he starts full time work, the 
part-time employee has had up to 
six months’ experience, during 
which time he has received salary 


DEPT. BM-32, CIVIC OPERA BUILDING CHICAGO 6, 


Coach Menifecturers bain. 


ILLINOIS 


increases at regular intervals. After 
his probation period, raises and ad- 
vancement come to him according 
to merit, just as they do to other 
employees. When, in the unforesee- 
able future, a short labor market is 
no longer a problem, will we wipe 
out our part-time program? It is 
quite likely that we will decrease it 
but is highly doubtful that we will 
drop it. 

In the first place, there would 
still be the problem of once-a-year 


(Continued on page 41) 
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Two-girl posting-proving 


teams have enabled this 


bank 


volume in less time and 


to handle more 


space. 


Three teams at work in the commercial posting section of the Mechanics Bank of Richmond. 


A Posting Time And Space Saver 


By A. D. BYRONE 
Chief Clerk, Mechanics Bank of Richmond, Richmond, Calif. 


ITH OUR YEAR-OLD SYSTEM 
of posting and commercial 
account handling, we’ve 


been able to process about 10 per- 
cent more accounts each work day 
with the same personnel. At the 
same time the volume of separate 
items handled has increased by 
about 40 percent, yet we’ve been 
able to house our commercial post- 
ing section in about 25 percent less 
space. 

These savings of time and space 
have been accomplished at the main 
Mechanics Bank office, and at our 
various branches, by revamping the 
commercial section. Before the 
change-over, we used 9 buses as 
storage for ledger cards. Each night 
these buses had to be wheeled into 
vaults. We’ve now replaced them 
with three portable, 1-hour protec- 
tion Safe-Ledger trays purchased 
from Remington Rand. Around 
these desk-high trays, we’ve built 
an efficient two-girl team setup for 
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processing commercial accounts. 

Coordinated with our team sys- 
tem was our switch from double- 
posting to the cipher proof method. 
This, combined with an easy-to- 
reach cancelled check filing system, 
has resulted in our handling 40 per- 
cent more items with no increase in 
personnel. 


Cross-Traffic Reduced 


Our commercial section, geared 
to two-girl teams, has proved 
highly efficient. One girl, working 
at a posting machine, handles the 
ledger cards from the trays. The 
second girl, sitting directly behind 
her and within arm’s reach, proves 
the posting, using an adding ma- 
chine and a MultiSort desk set for 
arranging incoming checks alpha- 
betically, by account. 

These two girls, their ledger 
trays, and other office equipment, 
make up a compact, versatile post- 
ing and proving team. Set up as 


they are within arm’s reach of the 
ledgers, cross-traffic and confusion 
in the department has been greatly 
reduced. 

We have three of these teams in 
our main Richmond branch. Each 
team posts an ayeraage 850 ac- 
counts daily, involving about 3,00 
separate items, both checks and 
deposit slips. 


System Adapted To Needs 


Although the Safe-Ledger trays 
are designed to hold some 2,00 
ledger cards, we’ve modified the 
system to fit our own particular 
needs. One team, for instance, 
handles only about 400 industrial- 
commercial accounts. Although this 
team processes fewer accounts, the 
volume of items posted to each at 
count is heavy. Our other two teams 
handle about 2,500 accounts each 
By the team system, we’ve actually 
divided our commercial department 
into three sets of books. 

As checks are received from th 
clearing house, and after processing 
through our Proof Department, they § 
are assigned to the various teams 
The proofing girl of each team pre 
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BURROUGHS COMMERCIAL TELLERS MACHINE 


More than 11,700 Burroughs Commercial 

Tellers Machines are in service in the nation’s 

banks. The users of these machines tell us that 

time is saved for customers and tellers from 

the start. They report that machine operation 

is simple and easy . . . that cash balancing is 
r ree faster . . . that the flow of items to the proof 
> 2,000 department is speeded. And they save time 
‘ed the again because an auditable, registered record 
rticular of teller transactions is provided. 


istance, ; 
ustrial- Obtain for your bank the lower costs that auto- 


igh this matically follow thest savings of time. Have 
nts, the your Burroughs representative show you the 


ach at- facts as proved by years of use in banks of 


o teams every size. 
s each. 


actually 


artment 


“om the 
cessing 
nt, they 


2 Burroughs 


am pre- 


WHEREVER THERE’S BUSINESS THERE’S 
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Cancelled checks, after posting, are filed in the Safe-Check Files shown above. Each 
file holds about 40,000 checks. 


sorts checks alphabetically by ac- 
count, using a MultiSort to expedite 
the work. 


Checks are handed to the posting 
girl, who processes them to each 
account. Once the checks have been 
entered on ledger cards, they are 
handed back to the proofing girl 
who runs each account through the 
zero cipher proving method. 

Before proofed checks are filed, 
they go to our microfilming depart- 
ment, where they are recorded for 
permanent record and for protec- 
tion. Microfilmed checks are re- 
turned to the commercial depart- 
ment, where they are stored in 
Safe-Check Files. 


Customer Gets Original Posting 


Each team is assigned a file, in 
some cases two files. The files are 
but a few steps from each team’s 
floor area. Files are 5-drawered, 
have two compartments, and a total 
capacity of about 40,000 cancelled 
checks. They provide 1-hour pro- 
tection against fire ranging up to 
1700-degrees F. 

Each month, these files are pretty 
well cleared out as the checks are 
returned to customers, along with 
month-end statements. The cus- 
tomer gets the original ledger post- 
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ing; we keep the duplicate. The 
process of posting, proofing and 
check storage then begins all over 
again. 

Our one-hour Safe-Ledger Trays 
need not be returned to the vaults 
at night. They are kept within the 
department, and locked. Rearrange- 
ment of the department can be done 
on a day-to-day basis, if necessary. 
Further, the trays are much less 
expensive than vaults or large wall 
safes. 


No Need For File Girl 


By filing checks in near-at-hand 
cabinets, each team can be assigned 
its own section. Forty percent sav- 
ings in storage room and 25 per- 
cent im floor area have resulted. 
Besides, we’ve been able to re- 
assign the file girl, whose sole 
job in our previous setup was work- 
ing between the vaults and our 
commercial department. Our team- 
system has done away with the 
need for her. Check files as well as 
trays are controlled by our head 
bookkeeper, and both are locked up 
at night. 


If it becomes necessary to spread 
out the work during a rush period, 
trays of checks and ledger cards 
may be lifted from their files, and 





given to other, less busy sections. 

We’ve been particularly pleased 
with results of the cipher proof 
method. In just three adding ma- 
chine operations, our proofing girls 
can check a ledger posting: (1) the 
old balance minus the new, (2) 
minus the check, (3) plus deposits: 
must equal zero to prove out. 


Our commercial departments, 
like others in the bank, have kept 
pace with our expansion. Part of 
this expansion has come through 
our installation of drive-in de- 
positing windows at all our banks. 


Quality of Management Termed 
Big Factor In Corporate Loans 


When a bank considers an in- 
dividual’s application for an un- 
secured loan, the applicant’s per- 
sonal character is invariably a big 
factor in the bank’s decision. How 
often, on the other hand, do bank 
loan officers consider with equal 
care the character of management 
when a corporation seeks a line of 
credit? 

Addressing a recent meeting of 
the National Association of Cost 
Accountants at Cedar Rapids, Ia., 
Marshall Corns, manager of the 
bank division of the public ac- 
counting and management en- 
gineering firm of Wolf and Com- 
pany, told his audience that the 
“condition or quality of manage- 
ment” can be an asset or a liability. 

The position of a company in its 
respective field, its progressiveness 
or lack of it, its plans for expanding 
products or services, what it is 
doing or not doing to develop ini- 
tiative and judgment in its young. 
men—these are frequently just as 
important, Mr. Corns pointed out, 
as cautious inventory analysis, the 
age and condition of buildings and 
equipment and whether or not there 
are any undisclosed liabilities. 


“In recent years,” said Mr. Corns, 
“we have seen and learned about 
the marvelous invention, the jet 
engine. It is a wonderful piece of 
mechanism, a fitting tribute to the 
ingenuity of man. Yet without the 
propelling fluid which, when ig- 
nited, furnishes the power, it is 
nothing but a useless piece of junk. 
Scrap value! By the same token, 
what value does any business have, 
except liquidating value, without 
management?” 
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Insurance Poor Substitute 
For Chattel Mortgage Filing 


This excerpt from remarks made by N. P. Black, lowa's Superin- 
tendent of Banking, at the 65th Annual Convention of the lowa 
Bankers Association is presented here as an extension of the edito- 
rial, ‘Insurance vs. Records’’, appearing on page 4 of this issue. 


concern over the practice of not 

filing chattel mortgages but sub- 
stituting insurance against loss 
from non-filing. . . 

The insurance, as I understand it, 
covers loss due solely to non-filing 
or non-recording of chattel mort- 
gages. To recover under the policy, 
three conditions must exist. 

First, you must locate the prop- 
erty. Of course, this you would have 
to do to realize on the property if 
you had filed your chattel mortgage. 

Second, you must be unable to 
repossess the property. 


| on RECENTLY had considerable 
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We specialize in forwarding of 
funds abroad for our banking 
friends with or without Foreign 
Departments. Our remittance serv- 
ices include commercial, benevo- 
lent and living expense payments 
abroad by cable, mail or airmail. 
Experience developed over the 
years, and close friendly relation- 
ships with worldwide correspond- 
ent banks are available to assist do- % 
mestic banks to establish or extend © 
their own remittance service. We 
welcome your inquiries. 
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Third, inability to repossess the 
property must be caused by the 
non-filing or non-recording of the 
chattel mortgage. 

It is this third facter which gives 
me concern. I have contemplated a 
situation, where the right to take 
possession may be questioned on 
several grounds. Suppose that the 
description of the property is ques- 
tioned, or, in the case of after- 
acquired property, questions are 
presented as to whether the prop- 
erty you claim is included within 
the language of the particular mort- 
gage. If there has been an inter- 
vening recorded lien, the terms of 
the chattel mortgage become sec- 
ondary, and in no event could you 
recover because you had not re- 
corded it. 


Loss Facts Hard To Determine 


How are you going to solve the 
question as to whether you would 
have been able to recover if the 
instrument had been recorded? 
How can it be determined that the 
loss was occasioned solely from 
failure to record until there has 
been a court decision? You have no 
case in court to determine the sec- 
ondary question because you are 
bound to lose on the primary ques- 
tion of non-recording. Even if you 
did bring an action, the probabili- 
ties are that the judgment which 
will be entered against you would 
not clarify the secondary question. 

Another aspect of this insurance 
which I question, is, the determina- 
tion of the amount you are entitled 
to recover. These chattel mortgage 
non-filing policies provide that you 
are entitled to recover the balance 
due or the value of the property, 
whichever is the lesser. This is fair 
enough, as, of course, you could 
never realize more than the value 


of the property or more than the 
unpaid balance. But how is the 
value of the property to be settled? 
The value of the property is to be 
determined on the basis of the 
actual cash value at the time and 
place of the loss. 


Now it seems to me that con- 
siderable difficulty could occur in 
reaching an agreement as to the 
actual cash value of the property. 
If your chattel mortgage is re- 
corded, the actual cash value pre- 
sents no problem, for it is deter- 
mined in the open market where 
the property is actually subjected 
to sale for the highest offer. 


Banks Responsible To Public 


There is another thought which 
I have regarding the use of insur- 
ance rather than filing mortgages 
which is aside from the business 
problem involved, and it relates to 
the position a bank holds in the 
community. Banks are peculiarly 
charged with a public service re- 
sponsibility. Of course, persons are 
induced to go into the banking busi- 
ness as in other businesses through 
the hope of a profitable investment. 
Nevertheless, by its very nature, a 
bank is justified to exist because of 
its place in serving a community 
need. Banking practices should be 
conducted on a plane that will never 
unnecessarily injure others. Credit 
is extended by merchants, by com- 
mercial institutions, and private 
citizens on the basis of the apparent 
quality of the risk in many in- 
stances. 

Now, if a bank has a chattel 
mortgage against the assets of a 
customer, I feel that it is only fair to 
other banks, as. well as others in the 
community, to reveal the true 
situation by following the ordinary 
and usual steps provided by statute 
for giving notice to the public. 

I recall an incident in my own 
experience in which a reputed well- 
to-do citizen made a loan with a 
bank in which I was interested. 
The loan was secured with a mort- 
gage on the customer’s farm, his 
financial statement showing “no 
other debts”. The mortgage was re- 
corded and thereupon it immedi- 
ately came to light that this 
individual had procured a number 
of private loans. Some of these 
loans had been made by widows 
who could ill afford a loss. For- 
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tunately, in this particular case, 
the liquidation did not turn out 
too badly. But, let us assume that 
the mortgage had not been recorded 
and that additional credit had 
thereafter been extended on the 
apparent solvency and sound condi- 
tion of the individual. The result, 
I am sure, is obvious. 


Personally, I feel if a bank has 
a chattel mortgage against the as- 
sets of a customer, it is grossly un- 
fair to the community not to record 
the chattel mortgage in accordance 
with the law. 


In conclusion, I would say, owing 
to the considerations that I have 
mentioned and others which I have 
not discussed, I am quite firmly 
convinced that insurance is no ade- 
quate substitute for chattel mort- 
gage filing. 


I, therefore, suggest that you 
deliberate well such procedure 
which at best seems to offer no 
protection which is not already 
available, and only serves in edu- 
cating the borrowers that their 
chattel mortgages will not be re- 
corded, and also provides a splendid 
opportunity for crooks. 


Used Car Pile-Up Easing 


Relationship of used car to new 
car sales is one of the signposts 
many observers watch these days 
for clues to future conditions in 
the automobile industry: when the 
ratio is low it suggests a pile-up of 
old cars, which, in turn, raises a 
barrier to new car sales. Automo- 
tive Digest, published by Pacific 
Finance Corporation of Los Angeles, 
says that the used-to-new car sales 
ratio is climbing steadily from its 
low point of early 1951. 


High School Students . . . 


(Continued from page 35) 
hiring, whereas this program en- 
ables us to stagger employment and 
bring in only as many employees 
at one time as we can properly 
train. Furthermore, we feel that 
this method brings us the better 
students, for, if all hiring were done 
in June, competition with other em- 
ployers might cause us to lose some 
excellent potential workers. More- 
over, it is highly desirable, from 
the standpoint of morale and effi- 
ciency, to have staff members who 
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“How do you start a 
Pension Program?” 


That question seems to stop a good many companies 
these days — companies that would like to start some 
form of retirement program but just don’t know how 


to go about it. 


So to try and help, we’ve just prepared a booklet 
called “Private Pension Funds.” 


Not that we're pension plan experts. 


Or trust fund administrators either. 


But over the years we have worked pretty closely with 
a number of both, learned a lot about their problems, 
and do feel that this booklet reduces pension planning 


to basic fundamentals. 


It covers the tremendous growth of private pension 
funds since 1940, gives the reasons behind that growth, 
and tells why it should continue. 


It discusses the advantages of starting pension plans 
now, outlines a suggested procedure to follow, and stresses 
the importance of competent advice. 


You'll find a separate section on common stocks, too 
.. . detailed answers on six major questions concerning 
these stocks and their rightful place in the pension port- 


folio... 


and brief mention of the unusual services we 


think we can offer trustees — particularly in the selec- 
tion and supervision of the most suitable securities for 


any specific fund. 


If you think a copy of “Private Pension Funds” would 
be helpful to you — or to any of your corporate contacts 
— we'll be happy to mail you one, two, or a dozen. 


Simply address — 


Pension Fund Department 16-B 


MERRILL Lyncu, PIERCE, FENNER & BEANE 


70 PINE STREET 


NEW YORK 5, N. Y. 


Offices in 97 Cities 


have begun their period of service 
with the bank as early in life as 
possible, and who have been thor- 
oughly trained in the bank’s own 
methods. These factors make for 
both loyalty and stability. 

The many provisions the bank 
has made for the comfort and well 
being of its employees, which in- 
clude one of the first bank pension 
plans in the country, have served 
to hold its turnover to a minimum. 
In a recent survey, for instance, it 
was found that there were well 
over 200 employees who had 


worked at the bank at least 25 
years, with a total banking experi- 
ence of nearly 7,000 years. 

Since the students have found 
the bank a good place to work and 
the bank has found them an invalu- 
able source of tomorrow’s bankers, 
it doesn’t appear that the training 
program will ever be abandoned. 












Courage may falter by the 
wayside—But cowardice never 
starts.—Roger Babson 
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A New School Savings Envelope 


A specially designed envelope for 
school savings depositors which 
makes handling of accounts less 
time consuming and therefore less 
expensive for banks has been pro- 
duced by Filing Equipment Bureau, 
Inc., 27 Melcher St., Boston, Mass. 


The envelope is constructed to 
hold two weekly deposits and a 
pass book each in a separate com- 


partment. Two slots, one in the pig 
and one in the slate printed on the 
back of the envelope, permit the 
young saver to deposit and record 
his,total by week. At the end of the 
second week the envelope is sealed 
and is ready to be turned in to the 
teacher or school bank. 

It is interesting to-note that the 
flap of the envelope covers each of 
the slots but does not cover the 
amount written down under the 
slots. The envelopes must be torn 
open to remove the coins or bills 
which are deposited in them. 

Use of these envelopes gives 
school savings depositors a chance 
to make a deposit each week but 
cuts bank work in half by extend- 
ing the interval between collections 
to a full two week period. A special 
pass book imprinted “School Sav- 
ings” is used and returned to the 
young depositors after the last de- 
posit has been entered. 
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Seeing Is Believing 


Anyone engaged in secretarial 
work and therefore having occasion 
to use the handy Rite-Line Copy- 
holder will be happy to learn that a 
new line magnifier attachment for 
the standard copyholder is now 
available. 

Made of unbreakable lucite, the 
magnifier is an indispensable aid 
in providing an easier and more 
restful way of working with the 
small type so frequently encount- 
ered on documents and other im- 
portant bank papers. It also 
facilitates the reading of ordinary 
copy which near the end of a long 
day can oftentimes become as diffi- 
cult to handle as that containing 
type not readily legible to the 
normal eye. 

Additional information about the 
popular copyholder and the new 
magnifier attachment may be ob- 
tained from the Rite-Line Corpora- 
tion, 1025-15th St., N.W.; Washing- 
ton, D. C. 


CAST BRONZE TABLETS AND 
HONOR ROLLS . . . BRONZE 


NEWMAN 
AND ALUMINUM 
NAMEPLATES AND errens; MEMORIALS 


“BEST SINCE 
1882"° 









FREE folders in 
colors; sugges- 
tions, estimates. 
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TODAY 


NEWMAN BROTHERS 


Cincinnoeti 3 Ohio 
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A Carbon Saving Device 
For Typewriters 


Carbon-Feedmaster Company, 
309 Henry Street, Eureka, II1., 
manufactures the model 313 Car- 
bon-Feedmaster, a carbon saving 
device which attaches to type- 
writers. 

Ideal for use with electric type- 
writers, the mechanism can be 
actuated by the closing of a midget 
switch mounted under a dual car- 
riage return key. 

This unit uses carbon in roll form. 
It’s electric feed control mechanism 





permits the carbon to feed one- 
sixth of an inch for each line typed, 
regardless of the spacing of the 
typed lines on the form. This re- 
sults in 50% reduction of carbon 
paper usage on master writing jobs 
where the typed lines are double 
spaced. If only a portion of the area 
of the master sheet is typed on, 
larger carbon savings result. This 
makes it practical to use high 
quality master carbon which is most 
economical in roll form. 


The device eliminates the neces- 
sity of collating or interleaving car- 
bon sheets with master sheets. Be- 
cause the operator does not handle 
the carbon, it offers the advantage 
of cleaner operation. Descriptive 
literature is available from the 
manufacturer. 


Self Inking Hand Stamp 
Produces Much For Little 


A new type of stencil hand stamp, 
Specially designed to turn out vol- 
ume production at extremely low 
cost has been marketed by the 
Print-O-Matic Company, Inc. of 
Chicago. 

The essence of simplicity to 
Operate, the Print-O-Stamp con- 
sists of a small semi-circular, self- 
inking hand roller to which stencils 
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ON THE LEVEL 


In our business we are constantly 
piling checks on skids and lifting 
them off to be stitched or cut, and 
then piling them back on skids or 
tables to be lifted off again for other 
operations. Such handling involves a 
lot of bending and stooping and it 
can be very tiring. 


As a part of our ‘Do It Easier’’ pro- 
gram we switched from skids to 
tables wherever possible, and to make 
it easy on the folks who have to 
push the tables around, we equipped 
all these units with nice large, 
roller - bearing, rubber-tired wheels. 
The trouble with this is that every- 
thing is piled up above table height 
and, while stooping is practically 
eliminated, everything has to be 
lifted higher and that can be just 
as tiring. 









He Luxe 


can be fastened. You can type, 
write or draw on a stencil, snap it 
on, and the stamp is ready to print. 
A patented ink reservoir automati- 
cally controls ink flow. 


The stamp which will give clear, 
sharp, smudge proof copies without 
the use of any stamp pad, will print 
on almost everything. 





Stencils used on the stamp may 
be of your making or from the com- 
pany’s extensive library of pre-cut 


ALUMINUM COIN TRAYS 
FOR WRAPPED COIN 
Installed in more than 10,000 


banks since 1922. 
WRITE FOR CATALOG 


ARTHUR C. TAUCK & CO. 
402 Thornden $t. South Orange, N. J. 





- ventional mobile units these little 


Manufacturing Plants at: 


NEW YORK, PAOLI, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 


Well, to get back to our headline, 
we are now equipping our plants 
with on-the-level hand trucks which 
remain always at the proper working 
height. As they are loaded the weight 
lowers them, and as the load is re- 
moved they come back upto the 
desired height. This is accomplished 
thru the use of delicately balanced 
spring suspension, custom built for 
the predetermined load factor. 


Of course, by comparison with con- 


trucks are very costly, but when their 
depreciation charge-off is measured 
against the fatigue factor the price is 
low. Materials handling is perhaps 
the greatest single cost factor in 
manufacturing, and it certainly is 
under scrutiny in our plants because 
there can be no relaxing of our efforts 
to hold the line on costs. 


stencils, but whichever way you 
choose, your cost will be practically 
nothing. 


Print-O-Stamp is packed in a 
compact unit, completely equipped 
with all necessary accessories, sten- 
cils, ink, brush, stylus, writing plate 
and metal holder. 

Located at 14—125 Merchandise 
Mart, Chicago 54, IIll., the company 
also manufactures automatic, self 


, feeding, rotary stencil duplicators. 


Mosler Safe Company introduces 
New Rotary Driver's Depository 


A new rotary driver’s depository 
designed to thwart hold-ups, bur- 
glaries, and larcenies, has been in- 
troduced by the Mosler Safe Com- 
pany, 320 Fifth Ave., New York 1, 
N.. ¥- 


The depository, engineered to 


ATTENTION! 
PUBLISHERS — BANKERS — FINANCIERS 


Three top-flight, young, publishing executives with 
46 now 
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give maximum protection to cash 











collections turned in by driver 
salesman, contains a unique rotary 
hopper which makes it physically 





























Goodwill 
ambassadors 









“When you think of money, think of us!” 
That's what this handsome Bastian money 
clip says. Other useful advertising specialties 
which we have created for banks include key 
chains, letter openers, ash trays, lighters, 
pocket calendar cards, dealer financing signs. 


Our experienced staff of designers and artists 
is at your service to aid you in creating indi- 
vidualized gift items to invite business to your 
bank. Write for FREE SAMPLES. 






849 BASTIAN ST. 
ROCHESTER, N. Y. 





invite business 






ASTIAN BROS. CO. 


impossible for anyone to remove the 
eash after the deposit has been 
dropped into the burglary-resistive 
money chest. 


The metal depository is four-feet 
high and has an upper and lower 
door. Drivers can insert their de- 
posits at all hours of the day or 
night through the upper door. Cash- 
iers collect the total deposits 
through the lower door which has 
a dual control lock for added pro- 
tection. 


John G. Phillips Thomas J. Watson, Jr. 


Directors of International Busi- 
ness Machines Corporation recently 
elected THOMAS J. WATSON, JR. 
president of the corporation. He was 








previously executive vice president, 
He succeeds JOHN G. PHILLIPS, who 
was elected vice chairman of the 
board and chairman of the execy- 
tive and finance committee. THOMas 
J. WATSON, SR., chairman of the 
board, continues as chief executive 
officer of the corporation, the an- 
nouncement stated. 





Simplafind Brings Push Button 
Control To Card Record Filing 


For the large city bank maintain- 
ing extensive card record files a 
word about the speed and efficiency 
of the new Simplafind should prove 
of definite interest. 

A motorized, completely auto- 
matic card file, Simplafind handles 
existing records in all standard 
card sizes, and regardless of con- 
dition or kind of paper used, re- 
quires no punching, alteration or 
recopying. 

The touch of a switch operates 
the new motorized card file. By 
simply pushing the button, the sec- 
tion of the file desired comes to the 
operator in an average time of less 





How Much 
Can the 
TRI-POSIT 
Plan Save 
Your Bank? 


The Tri-Posit Plan is a new 
method of handling deposits 
over the counter. It is faster, 
more accurate, more efficient, 
safer. Because it utilizes only 
4 simple items of supply, it can 
be installed in your bank with 
a negligible investment. Write 
for full details today. 















American Business 
Systems 


1229 Beimont Ave., Phila. 4, Pa. 
TRinity 7-2700 


























































Creating \ 
A sn 
Landmark 


This unique clock on the Franklin Saving 






lutions a minute— 2880 a day—to 


community with accurate Naval Observaton 
Time, it is a symbol of the bank’s friendly, 
helpful service. 

One of the hundreds of famous “last 
mark” clocks created by the 

SELF WINDING CLOCK Co. 
Manufacturers of Standard and Specially Designed 
Clocks and Clock Systems 


205 Willoughby Ave. Brooklyn 5, ©. 
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than three seconds. It comes to her 
in the shortest direction regardless 
of which section had been previ- 
ously used. 


Cards are presented in a series 
of short (10 inch) rows, all well 
within comfortable reach. Any card 
may be easily read without removal 
from its proper sequence position. 


The trays are light, angle-fronted 
and easily removable. Each tray 
carries approximately 1000 cards. 

Additional information 
these compact units may be secured 
from Simpla Research & Manufac- 
turing Company, Inc., 425 Fourth 
Ave., Cor. 29th St., New York 16, 
N.Y: 


Flexibility Featured In New Holiday Plaque 


Latest item to be placed on the market by Walter E. Kutch Com- 
pany is this 11 by 14 inch legal holiday plaque with 24-carat gold 
lettering on a green plastic background which is mounted on a yellow 
or gold plastic base. There are 18 accessory plates. Further informa- 
tion regarding this and related items may be obtained by writing 
the company at 18229 W. McNichols, Detroit 19, Mich. 
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BANK SUPPLIES 


IN 
PLASTIC — WALNUT — BRONZE 


Custom Made 
Plaques and Name Plates 


Attractive “LEGAL HOLIDAY” 
plaques—'‘Next Window Please"’ 
signs, etc. 

NEXT TELLER PLEASE 


SENSIS > 


. 
rs 


Special signs ‘‘New Accounts" 
Information", etc. Beautiful 
color combinations. 


HONOR ROLL & MEMORIAL 
SPECIALISTS 


Office Identification Signs 


‘Largest assortment of plastic desk 
name plates in the world.” 


WALTER E. KUTCH CO. 


18229 W. MecNichols Detroit 19, Mich. 


vd 


SAMPLES ON REQUEST 


WILLIAM EXLINE INC. 
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MAKEEXACT PHOTOCOPIES 


of Mortgages, Deeds, Titles, Blue- 
prints, Contracts, Checks, Etc. 


@ only 5¢ each 





you =a dupi Soatyt roy Ni 
NO focusing! N camel 0 a f 

A Ne i $45.50. 

Save ti with TRU-COPY-PHOTE. 


Backed by a LIFETIME GUARANT 
WRITE FOR DESCRIPTIVE PODER a PRICE LIST. 





GENERAL PHOTO PRODUCTS CO., INC. 


15 SUMMIT AVE. CHATHAM 6, N. J. 








@More than 1000 satistied 
users—bonks, saving- loan.) 5% 
theatres, stores, ticket offices. | 

® Sturdy aluminum—gray |) 
hammer-tone finish. 

® Compact, light weight—9 Ibs. 

Western net. Y 

Bank ° Trouble-free—not one cent 

Chain spent for service by any cus- 

tomer in 2/2 years. ae 


At bank and 


Converts any MP Jr. Changer ! 
to low cost, £, roll-out vonit. where | 
speed is essential and han- 
dling of coins not desired. 1 


$22.50 extra, plus tax., 
4 METAL PRODUCTS ENGINEERING, INC, Los Angeles $8) 
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Time And Maturity Indicator 


This time and maturity indicator, 
published by Pre-Calculated Busi- 
ness Systems Co., 406 So. Main St., 
Los Angeles 13, Calif., shows for 
each business day of the year, the 
exact number of days intervening 
between any given date and any 
date which precedes or succeeds it 
by any period up to a year in length, 
without turning a page or making a 
calculation. It also shows with ref- 
erence to every day of the year, 


the day of the week and month, 
year date and a non-banking date 
signal. Tables computing past time 
and future time are printed in green 
and red ink, respectively, in order 
that they may be readily dis- 
tinguished. 


The cost of the Indicator is $7.00 
per year, plus an initial charge of 
$1.50 for a permanent holding 
frame. It will be sent postpaid, at 
the request of a bank officer subject 
to approval within ten days. 





Speed And Economy Featured In New Ozalid Copying Machine 


The Ozamatic, a small large vol- 
ume copying machine, that can per- 
form countless routine tasks around 
a bank and thus relieve personnel 
for other necessary work has been 
introduced by Ozalid, a division of 
General Aniline & Film Corpora- 
tion. 

Ozalid’s answer to the request for 
a light weight, desk or small table 
model for use in offices and work- 
rooms where quiet operation is es- 
sential, the Ozamatic offers the 
many advantages of the larger, well 
known machines, being limited only 
in the size of copies produced. 

Speed and economy are two of the 
most important advantages of the 
new machine which can process 
originals up to one thousand 8% x 
11 inch copies per hour at less than 
1% cents apiece. 

Sturdily constructed with a gray 
enamel spatter-finish, the new ma- 
chine can accommodate materials 
up to 16 inches in width and any 
length. No Special preparations are 
required. Simply place the original 


on a sheet of Ozalid sensitized paper 
and feed it into the machine. A few 
seconds later the original is re- 
turned to the receiving tray and the 
copy is delivered dry and ready to 
use at the top of the machine: 

The Ozamatic, the manufacturer 
states, will reproduce directly any 
record, form etc., prepared on 
translucent paper and with a simple 
intermediate step where opaque 
originals have been used. Without 
additional machine alterations, it 
is possible to turn out copies in sev- 
eral colors, black, blue, red, sepia 
and yellow and on a variety ma- 
terials, paper, cloth and foil. 

At present many banks are using 
the Ozalid machines for reprodut- 
tion of statements, account records, 
bulletins and form letters, mortgage 
analysis reports, personal loan ap- 
plications, deposit slips, quarterly, 
semi-annual and annual reports and 
the countless other needs which this 
machine is capable of filling. 

The new Ozamatic will apped 
particularly to those banks whos 


BANKERS MO 












CHANGEABLE 
BULLETIN & DIRECTORY 
BOARDS 


and 
DESK NAME PLATES 











nonth, 
g date 
t time 
| green 
. order 
y dis. 
Send for illustrated 
s $7.00 lite ature 
irge of 
.olding ACME BULLETIN CO. 
aid, at 37 E. 12 St. N. Y. 3, N. Y. 
subject 
line 
1 paper 
A few 
is re 44 
und the 
sady to 
; VAULT OIL 
acturer 
ly any} | an outstanding CLEANER and RUST 
ed on PREVENTATIVE for Safe Deposit 
simple and Vault Doors 
opeas Here is one Vault Oil that will not show 
Vithout stain, even on white cloth. It's a big 
ons, it ~~ pe eng — by spraying from 
‘“ aoe * BRONZE OIL © METAL POLISH 
» ALL KENSOL PRODUCTS ARE UNCON- 
ty ma- DITIONALLY GUARANTEED. 
. Write Today For Further Information 
e using 
«ase | KENSOL CORP. 
"eco 
ortgage MAIN OFFICE 
yan ap- 21930 Lake Shore Bivd. 
arterly, | 
rts a CLEVELAND 23, OHIO 
ich this BRANCH PLANTS 
. Mfg. Lab. Offices 
P. O. Box 537 In Principal 
appeal Aiaiaietinn, Pa. e Cities 
whos 









ONTHLY 





March, 1952 








work load and budget discouraged 
purchase of the larger and more ex- 
pensive Ozalid machines. 

Powered by a D. C. motor, the 
new machine measures 28% inches 
wide, 27 inches high and 35% 
inches deep. Net weght: 335 pounds. 

Address Ozalid Division, general 
Aniline & Film Corporation, John- 
son City, New York, for additional 
information. 


Folds Twenty Times Faster 

Somewhere along the line in 
every sizable mailing the question 
of folding arises. Many banks have 
the answer in up-to-the-minute 
equipment, others facing the prob- 
lem for the first time spend con- 
siderable additional sums to have 
the job done away from the bank. 

It is to this latter group that the 
story of the Bancroft Junior folding 
machine will be of interest. 

Small, compact and extremely 
efficient, this machine will fold 15 
inch long sheets at the rate of 7,500 
per hour and 10 inch long sheets at 
12,500 per hour. It is a two parallel 
folding machine and will fold to five 
different styles: single, double, let- 
ter, accordian and wallet. Maximum 
paper size accommodated is 15 
inches by 10 inches. 

Folding problems disappear when 
the Junior brings its 1/30 h.p. mo- 
tor into play, because it operates 
smoothly and silently at a rate 20 
times faster than hand folding. 
Mechanical servicing is practically 
eliminated with installation since 
the only moving parts are one steel 
roller and one set of feed rolls 
driven by the motor. The entire 
operating mechanism is fully en- 
closed in an attractively designed 
covering in green and black wrinkle 
finish. 


Actual operation of the practical | 


little machine involves the flick of 
a switch. Changes from one style 
of fold to another can be effected 
in a matter of seconds and requires 
only the turn of one or both of the 
setting wheels to the desired read- 
ings. 

In addition to the handling of 
statements, the Junior can be used 
for countless other folding jobs in 
the bank, regular mail, enclosures 
of all types, etc. 

The Bancroft Junior is distributed 
exclusively in the United States by 
the Imex Sales Organization, P. O. 
Box 386, Rahway, N. J. 











Allison 


COUPON 
COM PANY 
, SNE. 


THE RIGHT IMPRESSION 


The Payment Coupon Book! you Issue 
your Time Sales customer becomes his 
personal record. 

it should not only be arranged to 
facilitate the handling of payments 
but it should also enhance the cus- 
tomer’s impression of your bank by 
its smart modern appecrance. 

Allison renders a designing and 
copy service, which Is available to all 
users of Special Printed Payment 
Books, without cost. 


got into the wrong hands 
en route to incineration? 


DON’T TAKE CHANCES 


with your customers! 


Use Que DMAsTER 


to destroy ledger sheets 


account analyses iol 


work sheets, etc 


Shredmaster Shredding Machines elimi- 
nate costly, dangerous transportation . . . 
guarantee security... by reducing confi- 
dential records to unreadable shreds... 
right on the premises. 

Operates quietly, cleanly, safely. Mini- 
mum maintenance. 

SHREDMASTERS are used by govern- 
ment agencies and leading banks and 
business concerns throughout the country. 


Three models — 
for all 
requirements. 
Write for 
complete 
information. 


THE 
CORPORATION 
205 Willoughby Avenue, Bklyn. 5, N.Y. 
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Mobile Unit Microfilms Bank 

Pictured above with the new 
mobile microfilm unit recently put 
into service by the Marine Trust 


Company of Western New York are 
(left) John W. Livingston, assistant 





Farm Income Growth 
Arizona farm income topped 
the country in percentage 
growth during the past 
decade with a five-fold 
increase from $53 millions 
to $276 millions — another 
indication of Arizona's 
increasing importance in 
the nation’s economy. 

ARIZONA'S STATE-WIDE BANK 


VALLEY NATIONAL BANK 
RESOURCES $293 MILLION 


Home Office — Phoenix, Arizona 






MEMBER FECERAL DEPOSIT INSURANCE CORPORATION 


Records On The Spot 


& 


treasurer, and Edward G. Maloney, 
assistant secretary. Shown with 
them as the unit’s driver, and in the 
accompanying cut as its operator, is 
Gerard L. Fornes. 

The mobile microfilm unit, which 
will provide on-the-spot service for 
each of the bank’s 53 branches in 
Buffalo and western New York, does 
away with the need to transport 
branch bank records to a central 
point in downtown Buffalo and re- 
turn them subsequently to their 
sources. The new unit now drives to 
each office, where the records, in- 


cluding individual checking and 
thrift accounts, are brought out to 
the truck to be microfilmed. The 
films are then stored permanently 
in one of the out-of-town branches 
where they will be safe in the event 
of an enemy attack upon the Buffalo 
industrial area. 


The bank’s management plans to 
continue mobile microfilm service 
to its branches the year ’round and 
feels that in addition to the safety 
feature, the step will effect appreci- 
able savings in time by minimizing 
interference with regular office 
operations. 





North Carolina Bankers Aid 


Bankers in preponderantly rural 
communities will be interested in 
the progress of North Carolina’s 
“Nickels for Know-How” program, 
designed to. help farmers of the 


state to help themselves through — 


research and development. 


A few months ago “Nickels for 
Know-How” was just a_ slogan. 


Today the machinery for collecting 
5 cents for each ton of seed and 
fertilizer sold to farmers has been 
put in motion. The first step in the 
program was -enabling legislation 
by the North Carolina general as- 





‘Nickels For Know-How’ Plan 


sembly. With the legislation en- 
acted, the next move was a refer- 
endum in which farmers voted 
overwhelmingly for the proposition. 
Collection of the contributions from 
the manufacturers is in the hands 
of the state department of agricul- 
ture and the proceeds are turned 
over to the Agricultural Foundation 
of North Carolina State College for 
research and dissemination of re- 
search findings to the state’s farm- 
ers. 


The success of the proposal at the 
polls can be attributed largely to 
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the aggressive support of farm 
leaders, business men and banks. 
The North Carolina Bankers Asso- 
ciation engaged in a thoroughgoing 
publicity campaign in behalf of the 
program, urging all bankers in the 
state to acquaint their farm cus- 
tomers with the vital importance 
of continued effective agricultural 
research at the state level. 


Manufacturers National Bank of 
Detroit (Mich.) has elected wiL- 
LIAM CLAY FORD to the board of 
directors to succeed HENRY FORD II. 
ARTHUR J. FUSHMAN was named 
senior vice president and the fol- 
lowing were promoted to vice presi- 
dent: CHARLES A. KANTER, WALTER 
H. ‘BELL, JR., ROY L. FERGUSON, 
ARTHUR J. HOWELL, WALTER C. LEON- 
HARDT, WILLIAM C. MAYNARD, GEORGE 
N. MONRO, III and CHARLES A. STOLL. 
Promoted to second vice president 
were WILLIAM G. MCCARTY, HAROLD 
H. RAPP and GEORGE R. WELLINGS 


ANTHONY J. DENIGER, JOHN C. GEIL- 
FuSS and RUSSELL J. CLARK have 
been named vice presidents of the 
Marine National Exchange Bank, 
Milwaukee, Wis. 












Roy A. Britt Kenneth B. Wilson 


ROY A. BRITT and KENNETH B. 
WILSON, vice presidents of the Cit- 
izens National Trust & Savings 
Bank of Los Angeles were recently 
elected to the board of directors. 


DAN H. DORMAN has been elected 
a vice president of the Bishop Na- 
tional Bank, Honolulu, T.H. 


Peoples First National Bank & 
Trust Company, Pittsburgh Pa., has 
promoted FRED C. MASTEN, JR., to the 
post of assistant cashier; PERCY A. 
BROWN, JR., to assistant secretary 
and WILLIAM DIGNAN It, to invest- 
ment officer. 


WILLIAM R. MOON and FORDICE M. 
ROBERS have been elected assistant 
cashiers of Commerce Trust Co., 
Kansas City, Mo. 





Forrest M. Smith C. E. Woolman 


FORREST M. SMITH was elected 
president of the National Bank of 
Commerce, San Antonio, Texas, to 
succeed ROBERT D. BARCLAY who be- 
came executive chairman. COL. 
JOHN M. BENNETT, JR., was named 
to the newly-created position of 
vice chairman of the board of direc- 
tors. LELAND S. AUSTIN, WILLIAM J. 
WOODWARD, WYLIE D. BROWN, ALBERT 
F. HERBST and ALBERT W. PALMQUIST 
were promoted to assistant vice 
presidencies. 


C. E. WOOLMAN, president and 
general manager of Delta Air Lines 
was recently elected a director of 
the Citizens & Southern National 
Bank, Atlanta, Ga. H. JAMES SEE- 
GERS and JOHN L. CARR, JR., have 
been promoted to assistant cashier. 


Are they known and accepted all 
over the world? NCB Travelers Checks are 
famous everywhere. They have been used 

by experienced travelers the world over for nearly 
a half century. 


Are they safe...and spendable everywhere? 
NCB Travelers Checks are accepted just like cash. 

If they are lost or stolen, the owner receives a full refund 
—a guarantee backed by this great world-wide bank. 


Do you get ALL the selling commission? 
You keep the ENTIRE sales commission—$7.50 on each $1,000 
of NCB Travelers Checks sold. 


If you do not already sell NCB Travelers Checks, write for complete details and free sales helps. 


THE NATIONAL CITY BANK OF NEW YORK 


arch, 1952 


Fist in World Wide Banking 


Head Office: 55 Wall Street, New York 15, N.Y. 


53 Overseas Branches 
Member Federal Deposit Insurance Corporation 


Correspondent Banks Everywhere 
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Paul A. Albus 


Harry G. Ketalick 


The First National Bank of 
Miami, Fla. has announced the fol- 
lowing changes in its official staff: 
PAUL A. ALBUS, ROBERT M. MCDANALD 
and HARRY G. RETALICK, advanced 
from vice president to senior vice 


president; JOHN GIER, advanced 
from assistant vice president to vice 
president; ARTHUR MCCORMACK 


elected assistant vice president and 
comptroller. 


JOHN V. G. POSEY, president of 
Posey Lumber, Inc., and RALPH E. 
WILLIAMS, JR., president of Wil- 
liams and Hart, Inc., were elected 
to the board of directors of the 
First National Bank of Portland 
(Ore.) 


STANLEY G. SCHADE and REGIS G. 
PFEUFFER have been elected assist- 
ant vice presidents at the Peoples 
First National Bank & Trust Com- 
pany, Pittsburgh, Pa. 


HOWARD F. BAER, president of A. S. 
Aloe Company, the nation’s largest 


Correspondents can 








FOR SOME WEEKS prior to the event pictured here, members of the 
1952 Christmas Savings Club of the Crawford County Trust Company, 
Meadville, Pa., numbering upwards of 2,000, had been registering 
their guesses as to the number of hours it would burn. The lighting 
of the candle by Stanley B. Aldrich, president, signalized the closing 
of membership lists on January 16. It burned until February 6, some 
23 days or 550 hours later, within 13 minutes of the estimate sub- 
mitted by the winner of the contest. Other guesses ranged fsom two 
to 35,000 hours. The contest stimulated a considerable amount of 


public interest. 


surgical supply company, has been 
elected a member of the board of 
directors of First National Bank in 
St. Louis, Mo. 


Bank of America, San Francisco, 
Calif., has announced the election 


count on Us 


to provide their Chicago 


accounts with complete banking service, in a 


prompt, efficient -manner. Our facilities are at 


your disposal. 


CiTY NATIONAL BANK 
AND TRUST COMPANY of Chicago 
208 SOUTH LA SALLE STREET 


(MEMBER FEDERAL DEPOSIT INSURANCE CORP.) 





of AUSTIN T. CUSHMAN to member- 
ship on its board of directors. Mr. 
Cushman is vice president and di- 
rector of Sears, Roebuck and Com- 
pany and heads that concern’s 
Pacific Coast operations, with head- 
quarters in Los Angeles. 


Union Planters National Bank & 
Trust Company, Memphis, Tenn. 
has promoted JOHN E. BROWN to vice 
president and JOE B. RIVES and 
WALTER BARRET to assistant vice 
presidents. 


Chicago City Bank & Trust Com- 
pany has promoted HENRY F. JAEGER 
to senior vice president and FRANK 
J. BURKE and HENRY SCHUENEMAN 
to executive vice president. VICTOR 
E. YETTERBERG has been named vice 
president and FRED W. BURMEISTER 
and WILBUR R. HAYNIE were made 
assistant vice presidents. HARRY A. 
FISCHER, executive vice president of 
the Mutual National Bank of Chi- 
cago, and EDWARD J. WEBER, presi- 
dent of the Edward J. Weber Furni- 
ture Co., were elected directors. 


C. C. SIMPSON, LEO M. COATES, EARL 
BEARD and G. E. PUTNAM have been 
elected assistant vice presidents of 
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The National Bank of Tulsa (Okla.) 
Wewly named assistant cashiers 

were ROLLAND H. ADAMS, PHIL S. 
"isTOVER, JR., GRADY L. YORK and 
‘|pRANK A. BARNETT. LOUIS W. GRANT, 
president of Home Federal Savings 
4& Loan Association, was elected a 
“fdirector. 











John J. Cunningham 


William H. Hill, Jr. 


Manufacturers Trust Company, 
New York, N.Y., has promoted 
JOHN J. CUNNINGHAM and WILLIAM 
H. HILL, JR., to vice presidencies. 


LaSalle National Bank, Chicago, 
has promoted ARTHUR S. GLENNIE to 
vice president and LAURIER F. UTLEY 
and C. RONALD FAIRS to assistant vice 
presidencies. DONALD S. JONES and 
DANIEL F. KEMP have been made 
trust officers and JOHN P. REYNOLDS 
has been promoted to assistant trust 
Mr. jofficer. ROBERT G. HARROP, JR., and 
JAMES J. JOHNSTON were made as- 
sistant cashiers. 



































Crippled Children 
need YOUR help 


Crippled children want to walk, talk 
and play like other children. They con 
if you help by giving to Easter Seals. 
Give generously—your dollars mean 
new lives for America’s crippled 
children. 


19th ANNUAL 
EASTER SEAL APPEAL 
March 13 to April 13 
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W. P. SULLIVAN has been elected 
president of the Farmers Bank and 
Capital Trust Company of Frank- 
fort, Ky., to succeed LESLIE W. MOR- 
RIS who becomes chairman of the 
board of directors and of the execu- 
tive committee. 

JOHN S. FANGBONER has been 
elected executive vice president of 
the National City Bank of Cleve- 
land, Ohio. CLEVE H. POMEROY, presi- 
dent and treasurer of National 
Malleable & Steel Casting Company 
of Cleveland, was elected a director 
of the bank. 


Mercantile National Bank of Dal- 
las (Texas) has promoted JOHN R. 
WALKER and JOHN W. WILLIAMS, JR., 
to assistant cashiers. 


DWIGHT W. CHAPMAN has been 
named a senior vice president of 
the American Trust Company, San 
Francisco. 


Ralph H. Thomson Robert Coltman 


RALPH H. THOMSON, former as- 
sistant vice president of the Na- 
tional City Bank of New York, has 
been appointed deputy comptroller 
of that institution. 


ROBERT COLTMAN has been named 
vice president in charge of the trust 
department of The Philadelphia 
National Bank. 


M. F. BRIGHTWELL, H. E. WHITE 
and A. K. SHAW have been elected 
vice presidents of the Cleveland 
Trust’ Company, Cleveland, Ohio. 
A. W. MARTEN and J. H. SIPPLE were 
named trust officers and W. L. SMITH 
was promoted to assistant vice 
president. 


Florida National Bank of Jack- 
sonville has promoted SYDNEY H. 
HURLBERT to vice president and 
WILLIAM A. RODEHEAVER to assist- 
ant cashier. CONNOR BROWN, presi- 
dent of Claude Nolan, Inc., and 
S. KENDRICK GUERNSEY, executive 
vice president of the Gulf Life In- 
surance Co., were elected directors 
of the bank. 
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With Bank of America as your 
California correspondent, you 
can send your items direct to 
local branches in more than 300 


communities. 


You need only one account 








with either the Los Angeles or 
San Francisco office of Bank of 
America to take advantage of 


this time-saving California-wide 





service. 


Bank of Amer- 
ica Travelers 
Cheques are known and honored 
throughout the world. Sell them to 
your customers, 
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IN ORDER TO ELIMINATE serious traffic and parking problems pe- 





culiar to the area surrounding the Doan Office of the Central National 
Bank of Cleveland, situated only one block from that city’s busiest 
intersection, the bank has provided the island drive-in booths pictured 
above. The tellers’ complete isolation from the building has neces- 
sitated the use of an overhead conveyor which transports the cus- 
tomers’ deposits from the tellers’ windows to the work area inside 
the branch. President Loring L. Gelbach (3rd from left) is shown 
inspecting the new facilities with R. C. Zingler, city councilman. 





HARRY A. DEBUTTS, president of 
the Southern Railway System, has 
been elected a director of the Riggs 
National Bank, Washington, D. C. 
Promoted to vice presidencies were 
RONALD A. MCCORMICK, E. WILEY 
STEARNS, JR., LYNN O. DE LASSMOTT, 
JOHN M. CHRISTIE, HARRY P. BERG- 
MAN and RAYMOND G. MARK. 


State-Planters Bank & Trust 
Company, Richmond, Va., has pro- 
moted EARL B. MUIRE to assistant 
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vice president and A. FRANK ROBIN- 
SON to trust officer. FRANCIS ROBERT 
TAYLOR, PRESTON T. HOLMES and 
HORACE H. HARRISON were made as- 
sistant cashiers. - 


GEORGE E. WARFIELD has been 
elected chairman of the board of 
the First National Bank of Alex- 
andria, Va., and E. DUTTON STOY 
has been named executive vice 
president. 


Marine Trust Company of West- 


OF AMERICA 
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ern New York, Buffalo, N.Y., has | 
promoted WILLIAM T. HAYNES, THE=— 
ODORE E. SCHARF and C. EDGAR SCHA- 
BAKER, JR. to vice presidencies, 
WALTER C. STAFFORD, GEORGE F. RAND, 
JR., G. NORMAN BACON and WALTER 
H. BOYD, JR., have been named as- 
sistant vice presidents and EDWARD 
Cc. STRIPP was made assistant 
treasurer. 


Wachovia Bank & Trust Com- 
pany, Winston-Salem, N. C., has 
named LOUIS N. CLERICI and C. CAR- 
LYLE MCDOWELL as vice presidents. 
Newly promoted to be assistant vice 
presidents are WILLIAM C. BREEN, 
ARNOLD N. SLOAN and E. GLENN HART, 
Other promotions were M. J. TROT- 
MAN to assistant treasurer, JOHN 
SCHUBER to assistant trust officer 
and J. HARRY SAPP to assistant cash- 
1er. 


National Bank of Commerce, 
Seattle, Wash., has promoted RoB- 
ERT M. MILLS to a vice presidency 
and ROBERT P. ELLICK to trust officer. 
E. CARTER SHANNON, URBAN E, 
SCHMITT, HENRY O. SCHLAG, JAMES 
H. HORGDAL and VINCENT W. E. 
FRANCKE were made assistant cash- 
iers. 


Election of three new directors 
and a number of promotions and 
appointments have been announced 
by The National Bank of Commerce 
in New Orleans. New board mem- 
bers are: BRUCE K. BROWN, president 
of Pan-Am Southern Corporation, 
GEORGE S. FARNSWORTH, president of 
R. P. Farnsworth & Company, Inc., 
and PAUL F. JAHNCKE, JR., vice 
president of Jahnceke Service, Inc. 
Promoted to assistant vice presi- 
dents were F. PINOGES, EADS POITE- 
VENT and LEONHARD F. SALATHE, all 
former assistant cashiers. Newly 
appointed as assistant cashiers 
were T. C. DOWLING, THOS. A. MASILLA 
and MELVIN J. ZIEGLER. 


ROBERT L. GRIFFIN and BRUCE F. 
STUDEBAKER have been promoted to 
vice presidencies by the National 
Bank of Detroit (Mich.) and 
CHARLES W. BROWNELL, SIDNEY J. 
DOWDING, ARTHUR S. GREINER, CARL 
J. HENRICHS, ALEX J. INNES, KENNETH 
S. PATTON and W. DAVID WISEMAN 
have been made assistant vice 
presidents. J. REGINALD BERRY, WIL- 
LIAM G. BESLOCK, OVIDIO D’AMICO 
and OPAL L. TURNER were made as- 
sistant cashiers. 


BANKERS MONTHLY 








GO 


pres 
of J 


Sept 
new 
tor. 

VICT 
pres 
MCN 
Line 


van 


anc 
ele 
Sta 


CRC 
STA 
mo 


SIR 
FIS 
ier 


ele 
Sa 


an 
SO 


Sea 
th 






















CAR- 
ents. 

vice 
EEN, 


ROT~ 
JOHN 
fficer 
‘ash- 


erce, 
ROB- 


lency 
ficer. 


cash- 


ctors 
- and 
inced 
nerce 
nem- 
ident 
ation, 
nt of 
Ingg 

vice 
, Inc. 
oresi- 
‘OITE- 
E, all 
Yewly 
shiers 
\SILLA 


ICE F. 
ted to 
tional 

and 
EY J. 
. CARL 
NNETH 
SEMAN 

vice 
, WIL- 
AMICO 
de as- 








H. Miller Lawder 


GORDON MURRAY has been elected 
president of the First National Bank 
of Minneapolis, a post which has 
been vacant since the death last 
September of CHARLES H. QUAY. The 
new president also becomes a direc- 
tor. Two new directors named were 
VICTOR F. ROTERING, senior vice 
president of the bank, and G. ALLAN 
MCNAMARA, president of the Soo 
Line Railroad. 


Gordon Murray 


H. MILLER LAWDER has been ad- 
vanced from assistant vice president 
to vice president of Irving Trust 
Co., New York, N. Y. 





Herbert Ambler Wilbur H. Staten 


HERBERT AMBLER, P. L. METSCHAM 
and L. C. SMITH recently were 
elected vice presidents of the United 
States National Bank of Portland, 
(Ore.) M. C. BARCUS, THOMAS A. 
CROWE, C. H. LABBE, L. G. LLOYD and 
STANLEY M. MAKELIM were pro- 
moted to assistant vice presidencies 
and T. L. JONES, JOHN F. OTTO, A. S. 
SIRIANNI, E. J. SCHMITZ and L. R. 
FISHER were named assistant cash- 
iers. 

WILBUR H. STATEN has. been 
elected secretary of the Society for 
Savings, Cleveland, Ohio and coLIN 
S. CAMPBELL has been named assist- 
ant secretary. EDWARD E. BIRD is the 
society’s new assistant treasurer. 


Anglo California National Bank, 
San Francisco, Calif., has announced 
the following promotions: ALBERT 
Vv. MARTIN, to trust officer; LEONARD 
S. BERRY and JOHN F. KLEIN to as- 
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sistant vice presidents; OLIVER S. 


BANCO CREDITO Y AHORRO PONCENO 


PONCE, 


Condensed Statement of Condition at the Close of Business 
December 31, 1951 


RESOURCES 
Cath ond dee Hom Beals oi 586k 2k Baie cate kes $12,225,862.30 
Investments: 
U. S. Government Bonds ...... 10,059,516.85 
P.R. Bonds & Obligations ...... 8,163,268.78 
F.H.A. Obligations fully ....... 4,519,156.40 22,741,942.03 
guaranteed by U. S. G. 
Wap WRN es RELA eae 394,600.00 
Rati ay GUANINE SS Sok. ks nities bb Cas Se ee 23,672,857.04 
Game: GN sia ee Ree els acks Ueee peewee ns 1,145,263.82 
Real Estate Owned for Bank Buildings .............. 157,907.98 
Furniture and Fixtures and Equipment ............... 462,986.57 
Customers’ Liability on Letters of Credit (Per Contra).... 1,434,212.93 
CaP Ne ae be ES A See ea 282,374.04 
$62,518,006.71 
LIABILITIES 
ID: oss ccs 0.0 a0 ae areas es one eT eee $52,656,192.24 
eae: Be. OTN 0d. cu ecu Breueteivs. « "oko acteenee hie 058% ena 483,186.28 
Rediscounts Fed. Int. Credit Bank ...................- 3,067,032.60 
Liability on Letters of Credit (Per Contra) ............ 1,434,212.93 
GE WAGIIIGO na 0c cece s 0s 0s CEM Eee a 6 ake ens 183,548.03 
Cee DANN ES 6 CRE TSR eee 474,764.94 
Capital Paid In ...............  2,000,000.00 
aaa ea Brae 5 1,800,000.00 
Uevidied Prete: 660.056 2A 419,069.69 4,219,069.69 


$62,518,006.71 


MEMBER FEDERAL DEPOSIT INSURANCE CORP. 


United States, Puerto Rican Bonds and Municipal Obligations carried at 
$18,616,450.00 are pledged to secure United States and Puerto Rican 
funds. This Bank is depositary of the Government of the United States and 
of the Insular and Municipal Governments of Puerto Rico. 


JOSE ARIAS CRUZ 
GENERAL AUDITOR 


ANGEL A. SANZ 
PRESIDENT 





KOENIG to assistant trust officer; 
NORTON L. NORRIS, ADRIAN W. VAN 
BRUNT and W. IRVING WILSON to as- 
sistant cashiers. FLORENTINE J. 
ELWoOoD has been appointed an as- 
sistant secretary. 


Bank of the Manhattan Company, 
New York, N.Y., has elected J. 
STEWART BAKER, JR., THEODORE W. 
BROOKS, PATRICK N. CALHOUN, JOHN 
W. GATES, JR., and MINOR L. WHEA- 
TON to vice presidencies. ANTHONY F. 
GRACE was made an assistant vice 
president and ANTHONY G. FROEH- 
LICH was made assistant treasurer. 


OSCAR T. LAWYER, A. M. GAINES, 
A. E. OLIVER and JOHN N. HUNT have 
been made vice presidents of The 
Farmers and Merchants National 
Bank of Los Angeles. Newly ap- 
pointed assistant vice presidents are 
L. FIGUEROA, R. HELLMUTH, WALTER 
M. SCOTT, J. F. HOLLAND and HOWARD 
Cc. KERR. New assistant cashiers are 
J. E. TROTT and GEORGE CLARK. Trust 
promotions: N. F. WHEELER and J. C. 
WRIGHT to be vice president and 
assistant trust officer; M. FREIS to 
assistant vice president and assist- 
ant trust officer, and W. H. FERRIS to 
assistant trust officer. 
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Chemical Bank & Trust Com- 
pany, New York, N.Y., has named 
the following as assistant vice 
presidents: W. CLAYTON BLACK, JR., 
RUSSELL L. HAUSER, DAVID HAVILAND 
and LLOYD M. MCMILLEN. New as- 
sistant secretaries are HAROLD E. 
HARRIS, ROBERT K. JENNINGS, ALEX- 
ANDER B. LYON, JR., and CHARLES A. 
MCLEOD. 

Seattle-First National Bank has 
advanced J. W. HANSEN and FELIX 
M. DAVIS to vice presidencies and 
WESLEY G. SCHELKE, RICHARD T. 
WRIGHT, LOUIS A. SECORD, RALPH H. 


BALDWIN and HENRY M. RICHARDS to 
assistant vice presidencies. WILLIAM 
C. PRATER, CHARLES P. HIGGINS, JOHN 
R. BOUCKAERT and JOHN A. LONE have 
been named assistant cashiers. 


City National Bank & Trust Com- 
pany, Oklahoma City, Okla., has 
elected WILLIAM B. KENNEDY, presi- 
dent and general manager of T. H. 
Rogers Lumber Co., to its board of 
directors. 


O. P. NEWBERRY, has been elected 
a vice president of The Fort Worth 
(Tex.) National Bank. 





Practically every day 


practically every bank in the U.S.A. 


depends in some way on Rand M£Nally! 





Rand MSNally’s Bankers Directory. The famous Blue 
Book, the banker's bible since 1872. 





Key to the Numerical System of The American Bankers 
Association—published by Rand M¢Nally since 1911. 





—_ 


Christmas Savings Clubs. Complete services, with 
exclusive Rand MSNally features. 





Rand MSNally’s magazine—Bankers Monthly—wel- 
comed every month by thousands of bank officers. 


Serving American Banks since 1872 


RAND MSNALLY & COMPANY 


Banking Division 
536 S. Clark Street * Chicago 5, Illinois 
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ALAN K. BROWNE, head of the mu- 


nicipal bond division of the bank’s 
bond investment department and 
ERIC HALLBECK and HENRY wW, 
DRATH of the international banking 
department, have been promoted to 
vice presidencies by the Bank of 
America, San Francisco headquar- 
ters. 


The Northern Trust Company, 
Chicago, Ill., has promoted WALTER 
J. MADIGAN, DAVID S. SAMPSELL and 
MAURICE E. GRAVES to vice presi- 
dencies. JAMES D. HINCHLIFF, CARL 
T. LAMBRECHT and JOHN A. MAT- 
MILLER have been named second 
vice presidents and WESLEY w. 
GRATZ, HENRY A. HEINSEN, ALBERT 
O. MANTEUFFEL and ARTHUR E. PEKIE 
were chosen assistant cashiers. 


CLIFFORD F. FAVROT, president of 
Asbestone Corporation, and LEON 
GODCHAUX, president.of Leon God- 
chaux Clothing Co., have been 
elected directors of the Whitney 
National Bank of New Orleans, La. 


The following staff promotions 
were recently announced by Citi- 
zens National Trust & Savings Bank 
of Riverside, California: NORMAN E. 
GIEB, from assistant cashier to vice 
president; JOHN S. FISHER and 
GEORGE ARMSTRONG from assistant 
cashier to assistant vice president; 
Vv. C. FLETCHER, H. H. SHELDON and 
A. G. VAUGHAN, from assistant cash- 
ier to assistant vice president. New 
officers appointed were T. A. HALL, 
assistant trust officer, WENDALL 
WILDMAN, JOHN DRAKE, and LELAND 
CONLEY, assistant cashiers. 


CARL A. KEGELMAYER, vice presi- 
dent and cashier, has been elected 
a director of the Ohio National 
Bank, Columbus, Ohio. w. 0. 
ANDERSON and JOHN L. LOOMIS were 
named vice presidents and the fol- 
lowing were promoted to assistant 
cashier: WALTER C. MERCER, JR., 
G. STANLEY TAYLOR, HARRY E. RICHTER 
and JARED K. MEACHAM, JR. 


STANLEY C. ALLEN, president and 
director of National Cash Register 
Company has been elected a direc- 
tor of The National City Bank of 
New York, succeeding COLONEL ED- 
WARD A. DEEDS, chairman of the Na- 
tional Cash Register Company who 
retired after serving the bank as a 
director for a period of 23 years. 
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Central National of Greencastle 
Sponsors Soil Conservation 


More than 500 farmers and farm 
owners attended the recent annual 
“Profit from Pasture” meeting 
held by the Central National Bank 
of Greencastle, Ind., to hear panel 
discussions of soil utilization and to 
witness presentation of the bank’s 
“Master Conservationist of 1951” 
award to Harry Hansen, Green- 
castle farmer. 

Hansen operates a 140-acre farm 
in Clinton Township on which he 
has installed more than 7,200 feet 
of terraces, farming all his row 
crops on the contour. He also was 
recently awarded the Baltimore & 
Ohio soil conservation trophy for 
his area of Indiana. 


Guaranty Trust Company of New 
York has promoted ELLWORTH C. 
BISSELL and PHILIP F. SWART to vice 
presidencies and named JOHN H. 
SCHOON and DONALD A. STODDARD as 
second vice presidents. GREGORY 
KORTE has been promoted to assist- 
ant trust officer and THOMAS J. 
CREAN to assistant auditor. CHARLES 
Cc. ADAMS, WILLIAM F. BENSEL, PAUL 
J. O'NEILL, CHARLES G. SCHMIDT and 
FRANK P. SMEAL were made assist- 
ant treasurers. 


City National Bank & Trust Com- 
pany, Chicago, has promoted DAVID 
M. SWEET to senior vice president. 


S. FRANCIS NICHOLSON, former 
trust investment officer of Provident 
Trust Company of Philadelphia, has 
been advanced to the office of as- 
sistant vice president; WILLIAM L. 
MUTTART and FRANK G. ROYCE from 
trust officers to assistant vice presi- 
dents; JOHN H. WEBSTER, II and 
NORMAN E. WALZ, from assistant 
trust officers to trust officers; and 
HENRY ECROYD from assistant trust 
investment officer to trust invest- 
ment officer. JOHN T. MACARTNEY 
and HAROLD M. SHAW have been ap- 
pointed assistant trust officers. 


WILLIAM J. DRISCOLL and JAMES 
E. HELLIER, former assistant vice 
presidents, have been elected vice 
presidents of Chemical Bank & 
Trust Co., New York, N. Y. HORACE 
C. BAILEY has been elected an as- 
sistant vice president. Mr. Bailey 
was formerly assistant vice presi- 
dent of National Shawmut Bank, 
Boston, Mass. 
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Mrs. Harry Hansen holds the “Master Conservationist of 1951" certificate awarded by the 
Central National Bank of Greencastle, Ind., to her husband who is being congratulated by 
Dr. Hugh H. Bennet, retired chief of soil conservation service, U. S. Department of Agri- 
culture. F. H. O’Hair, president of the bank, is a pleased onlooker. Other awards in- 
cluded in this fourteen year old feature of the bank's aggressive sponsorship of soil 
conservation were the “Master Landlord-Tenant Team of 1951" and the “Master Prac- 
titioner of Profits from Pasture” titles. 


Following the merger of Bank of Australasia and The 
Union Bank of Australia Limited there are now over 
700 branches and agencies of Australia and New 
Zealand Bank Limited throughout Australia and New 
Zealand, in Fiji, and in London, equipped to offer 
overseas agents every banking facility, and specializ- 


ing in the supply of economic and commercial infor- 
mation. 


Total Assets exceed £A400,000,000 
Principal Office for Australia and New Zealand: 
394 COLLINS STREET, MELBOURNE, AUSTRALIA 
Principal Office in New Zealand: LAMBTON QUAY, WELLINGTON, NEW 


ZEALAND 
Head Office: 71 CORNHILL, LONDON, E.C.3 
‘Over 700 Branches and Agencies to serve you‘ 
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FRED NEWMAN has been appointed Captioned 




















CALENDAR OF EVENTS 


AMERICAN BANKERS ASSOCIATION . 
Mar. 3-5—Savings and Mortgage Division, Spring Conference, Statler Hotel, New 
York, N. Y. 


Mar. 24-26—National Installment Credit Conference, La Salle Hotel, Chicago, lil. 
June 2-46—<American Institute of Banking, 50th Convention, Houston, Tex. 
Aug. 13-15—Western Regional Trust Conference, Olympic Hotel, Seattle, Wash. 
Sept. 28- 

Oct. 1—78th Annual Convention, Atlantic City, N. J. 
Nov. 13-14—Mid-Continent Trust Conference, Adolphus Hotel, Dallas, Tex. 
STATE ASSOCIATIONS 


Apr. 6-8— Florida, Vinoy Park Hotel, St. Petersburg. 

Apr. 15-17—Georgia, The Bon Air, Augusta. 

Apr. 16-18—New Jersey, Chalfonte-Haddon Hall Hotel, Atlantic City. 
Apr. 20-21—New Mexico, La Caverna Hotel, Carisbad. 

May 7-9—Kansas, Topeka. 

May 8— Delaware, duPont Country Club, Wilmington. 

May 8-9— Indiana, Claypool! Hotel, Indianapolis. 

May 8-11—North Carolina, The Carolina Hotel, Pinehurst. 

May 12-13—Texas, Galvez Hotel, Galveston. 

May 12-14—Missouri, Jefferson Hotel, St. Lovis. 
May 
May 
May 
May 
May 
May 

































15-16—Oklahoma, Skirvin Tower Hotel, Oklahoma City. 
16-17—South Carolina, Ocean Forest Hotel, Myrtle Beach. 
19-21—Alabama, Jefferson Davis Hotel, Montgomery. 
19-21—~Mississippi, Buena Vista Hotel, Biloxi. 
22-24—California, Fairmont Hotel, San Francisco. 

May 25-27—Maryland, Chalfonte-Haddon Hall Hotel, Atlantic City. 
25-28—Virginia, Roanoke Hotel, Roanoke. 

May 26-28—Arkansas, Arlington Hotel, Hot Springs. 

June 2-4—Illinois Bankers Association, 61st Convention, Hotel Sherman, Chicago, Ill. 

June 2-4—Pennsylvania, Chalfonte-Haddon Hall Hotel, Atlantic City, N. J. 

June  4-5—Ohio, Neil House, Columbus. 

June 6-7—Wyoming, Saratoga Inn, Saratoga. 

June 8-10—Idaho, The Lodge, Sun Valley. 

June 11-15—Dist. of C., The Homestead, Hot Springs, Va. 

June 13-14—New Hampshire, Wentworth-by-the-Sea, Portsmouth. 

June 13-14—Vermont, The Equinox House, Manchester. 

June 15-17—Oregon, Marion Hotel, Salem. 

June 16-18—Wisconsin, Schroeder Hotel, Milwaukee. 

June 19-21—Montana, Many Glacier Hotel, Glacier National Park. 

June 19-21—New York, Spring Lake, N. J. 

June 19-21—Washington, Chinook Hotel, Yakima. 

June 20-22—Maine, Poland Spring House, Poland Spring. 

June 26-29—Michigan, Grand Hotel, Mackinac Island. 

July 18-19—West Virginia, The Greenbrier and Cottages, White Sulphur Springs. 

Oct. 19-22—lowa, Hotel Fort Des Moines, Des Moines. 


OTHER ORGANIZATIONS 

May 18-20—Independent Bankers Association, 18th Annual Convention, Hotel Nicollet, 
Minneapolis, Minn. 

Oct. 20-23—Financial Public Relations Association, Annual Convention, Hotel del Coro- 

nado, Coronado, Calif. 
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California National Bank in San _ the report reviews the steady rise of Index To Advertisers 
Francisco. the community in economic impor- A 
tance—an ascendancy which the Acme Bulletin Co. .............. 47 
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50 Years of Miami Banking Paste serpents eceumened by Allison Coupon Co. ............. 47 
> 3 e money panic of 1907, the reces- American Business Systems ...... 44 
Stockholders of the First National sion of 1921, the depression of the American Express Co. .......... 19 
Bank of Miami (Fla.) recently ‘°30s and the big real estate mush- American Tel. & Tel. Co. ........ 1 
F 4 Australia & New Zealond 

received two messages under one room have served only to emphasize. eek te eh ee 55 


cover. One was the customary Some who don’t know the true 
review of the year’s operations; the story of Miami may regard the city 


other a well constructed and attrac- as a veritable child of the tempests, Bank of America NT & S A, 

tively presented historical treatise but its bankers and its citizenry San Francisco ................ 51 
: Ss Bankers Trust Co., New York ...... 6 

designed to commemorate the know it as a community of sound Gatien Hes. On... 44 

bank’s golden anniversary in 1952. economic progress. Beneficial Loan Corp. ............ 39 
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NATIONAL CLASS “41” TELLER’S MACHINES have surpassed Management’s expecta- 
tions at the Central Penn National Bank. 


“Central Penn National Bank 
has been using National Class ‘41’ Teller’s Machines 
for a year and is completely satisfied“ 


ONE SECOND after setting up the amount of the 
deposit, the teller has a receipt and a validated 
deposit. 


“Tellers and Management both are highly pleased with 
our National Class ‘41’ Teller’s Machines. Not only do 
they reduce the work in the teller’s cage, but they elim- 
inate the need of going to the adding machine to list 
deposits, paid outs, and other transactions. A National 
Class ‘41’ records all transactions by type of transaction 
on a detailed audit tape, and only a check against the 
currency received from customers is now required.” 

This is the judgment of Mr. Dean Swift, Jr., Cashier, 
Central Penn National Bank of Philadelphia on the 
effectiveness of the National Class “‘41”’ Teller’s Machine. 

20% to 30% faster than the hand-and-pass book 
method, one second after setting up the amount of the 
deposit, the teller has a receipt and a validated deposit. 
The amount is recorded automatically on the locked-in 
audit tape and deposit total. 

Six, or more, totals permit handling and controlling of 
all types of transactions in the teller’s cage. A built-in, 


independent adding machine feature makes possible the 
handling of adding and listing work without disturbing 
other totals. A batch total key enables a teller to obtain 
separate batch totals of cashed checks, with a tape, at 
any time without affecting any other total in the Na- 
tional Class ‘‘41.” 

Call your local National Cash Register Company 
representative. He’ll demonstrate for you the new Na- 
tional Class “‘41” Teller’s Machine right in your own 
bank. You'll find that this remarkable machine repre- 


sents an advance in efficiency unmatched in banking 
history. 


CASH REGISTERS ¢ ADDING MACHINES 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO wo : 





... sure glad we opened that checking account! 


Filling out a personal income tax return is so much easier when one has a 
complete record of all expenditures. That’s sound advice to your customer! 
* * * Making a good impressiOn on your customer also is much more simple 
when the checks you furnish him are fully worthy of the standing and 
integrity of your bank. The protective features and quality of La Monte 
Safety Papers have served the best interests of a long roster of banks, both 
here and abroad for more than 80 years. Your lithographer can show you 
samples or we'll gladly send them on request. 


A Check Paper All Yourg Own 


Thousands of banks and many of the larger corporations use La Monte 
Safety Papers with their dwn trade-mark or design made in the paper 
itself. Such inpIviDUALIZED check paper provides maximum protection 
against both alteration and counterfeiting—makes identification positive. 


THE WAVY LINES @ ARE A LAMONTE TRADE-M 
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